








- + Security—Peace of Mind : - 


The couple who include life insurance in their plans include a 
large measure of security and peace of mind. Those words indeed 
seem to me almost a definition of Life Assurance, and that is 
why you find them included in our ‘‘four-bar signature.’’ The 
insured man lives with assurance that he and his family are 


fortified against adversity. 
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PRESIDENT 


LIFE INSURANCE 
QUESTION BO 
Q. How much insurance ought a man iB 


who earns $3,000a year, has a wife andtwo 
small children, and has saved little? 


A. No hard and fast answer can be given. 
The Equitable suggests $15,000 as reason- 
ably suitable — provided it is worked out 
jin a plan to safeguard the family. An 
“ Equitable agent can explain this in detail. 


Q. How much life insurance: is in force 
in the United States and Canada? 


A. About $104,000,000,000. 


Q. What is Salary Savings Insurance ? 


A. A plan whereby a group of employees 
may obtain life insurance or retirement an- 
nuities (with the employer’s cooperation). 
Payments are regularly deducted from sal- 
aries and sent to the insurance company. 


e 7 . 


Q. What is meant by living insurance? 


A. Life insurance is for the living. It makes 
life more secure for the policy-holder as 
well as for his beneficiary. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 393-Seventh Ave., New York, 
N. Y., will receive prompt attention by mail. 
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“WE'RE LEAVING FOR THE SHORE 
TOMORROW” 


"We're leaving for the shore tomorrow, and we 
won't be back for two weeks. It's the first real 
vacation Harry and | have had since we were mar- 
ried, and I'm all thrilled about it. 








"Harry deserves a vacation. He has been work- 
ing hard on what he calls the Ten-a-Month Plan, 
and it certainly seems to click. He's already paid 
for well over a hundred thousand of life insurance 
this year. 















"He says the Provident is going places, and he 
thinks the life insurance business is the greatest 
business in the world because it gives a man a 
chance to make money and at the same time do 
a lot of good for people. Last night he took a 
check over to the wife of a policyholder who had 
just died, and he says it made him swallow hard to 
see the tears of relief in her eyes. 


"| must say | agree with him. The life insurance 
business is a wonderful business. I'm proud of it!" 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 
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THE Price TAG OF Success 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. To men with 
these qualities and a record of $100,000 of paid-for 
personal production last year, a residence in either 
Pennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 
opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 


The Bankers National Life insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 
success a reality. 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Vice 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 
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Believe Federal 
Mortgages Doomed 


Mid-West Life Executives More 
Optimistic Than Eastern on 
Loan Situation 


FLEXIBLE POLICY BEST 


Predict Farmers Will Come Back to 
Life Companies Due to Gov- 
ernment Red Tape 


KANSAS CITY, July 21—Although 
eastern life insurance companies, less 
thoroughly imbued with the atmosphere 
and experience of the agricultural mid- 
dle west, are yielding more and more 
to the pressure of competition from the 
government’s long term, self-lquidating 
mortgages, executives of life companies 
here are opposed to making any im- 
portant changes in their present mort- 
gage loan practice. They regard 20 


to 35 years as too long for farm loans, 
and believe that as time goes on the 
farmer is going to object to it. 


Flexible Policy Best 


The investment executive of one 
company predicted that in a very few 
years the red tape and lack of flexi- 
bility in the government setup for mak- 
ing loans will bring the farmers back 
to life companies for loans. He pointed 
out that up till three or four years ago 
when life companies generally cut 
down on loans due to cash demands, a 
large number of the mortgage applica- 
tions received by his company were 
from those who had loans in a land 
bank, They objected to the require- 
ment that they take 5 percent of their 
loan in assessable stock of the bank; 
to the abstracting and examination 
fees, etc. 

Life companies here are convinced 
that a flexible policy and thorough 
knowledge and understanding, both of 
general conditions affecting the farmer 
and the specific conditions regarding 
the individual farmer desiring the loan, 
are absolutely essential both to success 
with loans and to the farmer’s welfare. 
On this basis they have built the mort- 
Sage business they now have and have 
had in the past. 


Length of Loans 


Self-liquidating mortgages are not 
new with life companies. They began 
making them even before the depres- 
$ion, and it was adoption of this pol- 
icy by life companies that has led the 
armer generally to accept the amor- 
tized plan of paying’ ‘off a mortgage as 
the usual thing. 

The average length of mortgage loans 
made by companies here is from 7 to 
10 years. While Europe is familiar 
with long term loans that carry over 
Tomt generation to generation, they are 
Titating to the American character— 
Particularly so to that of the Amer- 
(CONTINUED ON PAGE 18) 
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Complete Programs for 
the Denver Sideshows 





Millionaires to Hear Prepared 
Talks—Ambitious Agenda for 
Women Producers 





Complete plans for the meeting of the 
Million Dollar Round Table, Aug. 24 at 
the Denver convention of the National 
Association of Life Underwriters have 
been announced by Grant Taggart, Cali- 
fornia-Western States Life, Cowley, 
Wyo., chairman of the executive com- 
mittee. The forum will be augmented by 
11 speakers who will deliver brief ad- 
dresses. 

Those who will talk on the morning 
session, together with their topics, are: 

Caleb R. Smith, Massachusetts Mu- 
tual, Ann Arbor, Mich., “Life Insur- 
ance as Protection to the American 
Home”; Harry T. Wright, Equitable So- 
ciety, Chicago, “Volume Through Many 
Lives”; T. K. Carpenter, Northwestern 
Mutual, New York City, “Experiences of 
a Millionaire’; Louis Behr, Equitable 
Society, Chicago, “Prospecting.” There 
will be the introduction of special guests, 
greetings from the National association 
by President T. M. Riehle, entertain- 
ment, “Cowboys on Parade,” and an 
open forum. 


Afternoon Session 


Following the luncheon, the afternoon 
session will include: 

C. Sanborn, Connecticut Mutual, 
Boston, “Business Insurance”; G. E. 
Lackey, Massachusetts Mutual, Detroit, 
“Our Opportunities Through Coopera- 
tion with Attorneys”; E. B. Stinde, 
Northwestern Mutual, St. Louis, “Busi- 
ness Insurance”; E. J. Dore, independ- 
ent, Detroit, and B. H. Wulfekoetter, in- 
dependent, Cincinnati, “Taxes”; Nathan- 
iel Seefurth, Seefurth Service, Chicago, 
“Taxation, Present and Future.” Two 
open forums and the election of the ex- 
ecutive committee will take place. 

Sixteen more have enrolled for the 
round table, to bring the total of quali- 
fiers to 119. One life and qualifying, five 
qualifying and 10 life members joined 
during the past month, and the totals 
for the three divisions stand as follows: 
life, 51; qualifying 42; and life and quali- 
fying, 26. 


New Members Enrolled 


Following are the new members en- 
rolled during the past month: 

Life and Qualifying: Isidore Hirsch- 
feld, Equitable Society, New York. 

Qualifying: F. B. Fonville, Phoenix 
Mutual, Oklahoma City; C. J. Kelly, Jr., 
Prudential, Minneapolis; G. W. Randall, 
Equitable of Iowa, Bradford, Pa.; Ron 
Stever, Equitable Society, Pasadena, 
Cal.; Marvin Sherman, Equitable Soci- 
ety, Los Angeles. 

Life: R. A. Brown, Pacific Mutual, 
Los Angeles; J. F. Holmes, independent, 
Indianapolis; J. D. E. Jones, Equitable, 
Boston; G. E. Lackey, Detroit; E. G. 
Manning, John Hancock, Boston; T. M. 
Riehle, L. L. Rothstein, Home Life, 

(CONTINUED ON PAGE. 16) 





Full Day for Managers — Map 
Fellowship Luncheon — 
Supervisors Meet 





NEW YORK, July 22.—The New 
York City Life Underwriters Asso- 
ciation will not extend an invitation 
to the National Association of Life 
Underwriters to hold its 1939 conven- 
tion here. The New York world’s 
fair being scheduled for that year at 
first made it seem desirable to hold 
the national convention here at the 
same time but further consideration, 
particularly of the hotel problem, in- 
dicated that it would be advisable to 
defer the invitation until another year. 
President T. M. Riehle of the National 
association was chairman of the spe- 
cial New York association committee 
in charge of the matter. 


An all-day discussion of variaus 
phases of recruiting, entitled “John Gen- 
eral Agent Decides to Build,” will con- 
stitute the main program of the General 
Agents’ and Managers’ Section at the 
Denver convention of National Associa- 
tion of Life Underwriters Aug. 24. C. C. 
Day, general agent Pacific Mutual, 
Oklahoma City, and chairman of the 
section’s program committee, announces 
this topic will be the only one discussed. 
Six men will act as “presenters” and 
will deliver the only set speeches. 
Otherwise, the topics will be taken up 
in discussion form. 

The topic will be divided inta three 
main parts, broad enough so that both 
large and small agency heads will be 
able to profit by the exchange of ideas. 
A survey on recruiting, conducted by 
the section and the Sales Research Bu- 
reau, will serve as a basis for the dis- 
cussions. 

O. Sam Cummings, general agent 
Kansas City Life in Dallas and chair- 
man of the section, will preside. 


The complete program is: 


Morning, 9:30 a, m. 


Cc. C. Day, chairman program commit- 
tee. 

I. Planning for a building program: 

W. M. Rothaermel, Equitable of N. Y., 
Chicago, “Territorial Survey—Picture of 
Agency to Be Built.” 

J. M. Holcombe, Jr., Sales Research 
Bureau, “Sources of Agency Material— 
Selection Standards to Be Established 
and Followed.” 

O. Sam Cummings, presiding. 

II. Preparing for rne building pro- 
gram: 

Walter G. Gastil, Connecticut General, 
Los Angeles, “Getting Present Plant in 
Harmony—Plans for Rehabilitating Es- 
tablished Organization—Plans for Elimi- 
nation of Waste Material.” 


Afternoon, 2 p. m. 


IIl. 
ing: i 

Ricks Strong, General American Life, 
Dallas, “A Complete Uutline of the 
Nominator Plan of Recruiting.” 

Percy L. Corbin, New York Life, Den- 


Executing a Program of Recruit- 





Two Companies 
Are Being Merged 


Great Western of Iowa Is Taken 
Over by Washington 
National 


KENDALLS ARE IN CHARGE 


Combined Institution Will Acquire 
Much More Momentum in the J.ife 
and Accident Field 


Merger of the Great Western Insur- 
ance Company of Des Moines, Iowa, 
and the Washington National of Chi- 
cago is announced this week. 

The Great Western, which was 
founded in Des Moines in 1901, has 
achieved an enviable position among the 
companies of the middle west, and lists 
assets of over $2,500,000. The Wash- 
ington National is a large and success- 
ful company doing business over the en- 
tire United States. It has over 1,000,000 
policyholders, a staff of more than 3,000 
employes in the home office and the field, 
and since its organization has paid its 
policyholders over $30,000,000. 

Both companies have long been prom- 
inent members of the Health & Acci- 
dent Underwriters Conference and the 
American Life Convention. Soundly 
and constructively managed, their stand- 
ing with the insuring public and the 
insurance departments has always been 
of the highest. 


Forms a Large Company 


The merger forms one of the largest 
old line reserve life and accident and 
health companies in the United States 
and increases an already substantial vol- 
ume of life insurance of the merged or- 
ganizations to a total of $70,000,000. 

Following the merger, the capital and 
surplus of the combined companies will 
be approximately $2,250,000; the assets 
over $8,000,000 and the annual premium 
income will exceed $7,750,000. There 
will be but little change for the present 
in the operation of the Great Western 
home office in Des Moines. While so 
continued it will be known as the “Great 
Western Division of the Washington 
National Insurance Company.” 


Few Changes to Be Made 


The Great Western agents’ contracts 
will remain the same, and very few 
changes are expected to be made in the 
present home office personnel of the 
Great Western. Messrs. Tallman, Nutt, 
Gross and Hartley, the former officers 
of the Great Western, will become mem- 
bers of the Washington National board 

(CONTINUED ON PAGE 18) 








ver, “Organized Presentation to Nomina- 
tors.” 

Neil Nettleship, California - Western 
States, San Diego, “Organized Presenta- 
tion to the Nominee” (organized presen- 
tation of “Life Insurance as a Career’). 

Annual business meeting and election. 
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Few Agents Use Social Security Data Yet, 
Despite Company Helps 


It is a fair statement that the social 
security act has not yet found its place 
in life insurance selling and that no 
very definite results can yet be pointed 
to from the act so far as life insurance 
is concerned. Although plenty of litera- 
ture is being put out by the companies 
dealing with the act, showing how it 
could be used in canvassing, compara- 
tively few agents appear to have taken 
a practical grasp of the subject and to 
have found a way to build around it 
and to fit it in the everyday canvass. 
Many agents seem to ignore it entirely, 
except when the subject is brought up 
by the prospect himself, and then of 
course the agent is prepared to show 
what should be done to supplement the 
government old age pensions with a 
more adequate life insurance program. 

Although the act has been declared 
constitutional by the United States Su- 
preme Court there are many things re- 
garding its application which are not 
yet clear and these seem to contribute 
to the agent’s hesitancy in going into 
the subject. Although most life men 
take a broad view with regard to the 
government’s going into this form of the 
insurance business, and are likely to 
praise it as a good thing, this is still 
some distance from treating government 
old age pensions as a bedfellow of life 
insurance. 

Agents have no doubt found that in 
opening the subject they have merely 
started a discussion in which the pros- 
pect is seeking for information, rather 
than that he is prepared to go ahead 
and make the government pension 
scheme the cornerstone for a life insur- 
ance program, The subject is still too 
new and unfamiliar to the average pros- 
pect to be of much use from the selling 
standpoint. 


Companies Are Working 
Up Data, Little System 


Tue NATIONAL UNDERWRITER recently 
sent out a questionnaire asking the vari- 
ous companies as to their progress in 
working in the social security act with 
their own selling plans. While all com- 
panies are undoubtedly working on the 
problem, not many appear to have any 
real system well under way yet. The 
Northwestern Mutual Life, which has 
gotten out perhaps the most complete 





treatment from the agent’s standpoint, 
including an elaborate “Social Security 
Comparograph,” a system of discs in 
turning which to certain ages, amounts, 
etc., it is possible to secure the exact 
figures immediately both of the social 
security plan and the supplemental plan 
of the Northwestern, has not yet begun 
to feel the results in any great measure. 
In one large agency, the manager re- 
ported that only a single agent has as 
yet made a serious effort to use the 
selling plan in connection with the 
“Comparograph.” 


Excerpts Given from Maze 
of Material on the Subject 


The Diamond Life Bulletins, issued 
by Tue NATIONAL UNDERWRITER, has 
gotten up a canvass to be used in con- 
nection with a specially designed social 
security “slide rule’ and it reports that 
so far it has sold some 9,000 of these 
slide rules, which would indicate that 
at least the leaven is working and that 
agents are commencing to take an in- 
terest in practical Sales solicitation based 
on social security. 

It would be impossible to. reproduce 
all arguments and points made in the 
mass of material gotten out by the home 
offices but the following are some selec- 
tions which will indicate how far the 
home offices have gone in their think- 
ing on the subject in the form of sales 
helps to their agents. 

The Massachusetts Mutual Life gets 
out literature based on the inadequacy 
of the government plan and offers a 
plan for supplementing it with life in- 
surance; it points out that one must 
quit work before he can draw the gov- 
ernment pension, say of $60 a month, 
and that the least one can live on is 
$100 a month; hence the other $40 may 
be provided through a life policy. It 
makes comparisons of benefits under the 
social security act and legal reserve life 
insurance. 

The Connecticut Mutual Life follows 
somewhat along the same line and says: 
“We visualize a bountiful old age pen- 
sion,—perhaps not quite the Townsend 
plan, but something like it. However, 
we in the life insurance business know 
that old age pensions cost money. 
These taxes will not buy very much. 
This is no criticism. All that a social 





scheme can or should do is provide little 
rore than a subsistence income; a start 
upon which the individual can 
by his own thrift. The federal old age 
pension is payable only if the pensioner 
retires from all remunerative empioy- 
nient. This provision may have a far- 
reaching social effect. Whether or not 
it is a good thing to throw men of age 
65 out of gainful employment is beside 
the point. Regardless of its wisdom, we 
have here a plan which encourages the 
individual to retire at age 65 and very 
likely will encourage his younger fellow 
workmen to make it uncomfortable for 
him unless he does retire. There are 
relatively few who have provided them- 
selves with an adequate retirement in- 
come. The great majority have not put 
proper emphasis on the matter, or they 
have considered the immediate sacrifice 
too great to make any attempt to pro- 
vide a retirement income. Now the 
start is made for them. Retirement at 
65 is no longer academic. 


Must Remember Act Gives 
No Real Insurance Protection 


“While there is a death benefit under 
the old age pension plan, there is no 
real life insurance protection. The death 
benefit gradually builds up similar to a 
savings account to reach a maximum at 
age 65. It then runs off rapidly as pen- 
sion payments are applied against it, dis- 
appearing entirely in three or four years, 
There is, therefore, a definite need for 
the insurance protection afforded by a 
retirement income or other endowment 
policy which may be bought to supple- 
ment the old age pension. Also, more 
than ever, insurance after age 65 is 
needed to protect dependents, since the 
old age pension dies with the pen- 
sioner.” 

The Northwestern Mutual Life says: 
“The life underwriter should do every- 
thing in his power to understand this 
act, and should build his own program 
of activities so as to get the greatest 
benefit from the public interest in re- 
tirement plans engendered by the act. 
Who has already done more for social 
security than the life underwriter? Cer- 
tainly Congress has no new and strange 
monopoly upon what life insurance com- 
panies have furnished with unmatched 
success, for a century, and on a volun- 





= O. J 
By E. J. Wohlgemuth : 
President The National Underwriter B some 
( 
tary basis. Obviously, there is plenty 
of room for both old age pensions anjp 
build | life insurance retirement income.” The f” 
Northwestern puts out a special tabep The 
showing how to supplement with a spe. plann' 
cial retirement endowment policy at 6— tivity 
to approximate $100, $125 or $150 aB. year. 
month total income. It urges its agent;—) progr 
to capitalize “65 Consciousness.” of exe 
. A. Hawkins, manager of agencies, fj) Arno! 
Midland Mutual Life, says: “The larg. F Life. 
est group that will be covered on thep est c¢ 
S. S. A. are the low paid workets—peo.B health 
ple working for wages in mills, factories, fj inter-' 
etc. These are not our prospects. The) contes 


higher salaried group will need life in operat 












surance to provide for their families and Healt! 
to furnish a cleanup fund. I feel that than 
this group will be more interested in life these 
insurance knowing that they have a min- fF) 
imum pension coming to them. ‘The —™ 
employer who will be required to pay The 
the tax but will not profit from same make 
will certainly be a good prospect for state | 
life insurance and annuities.” There 
Points Out How Law Paves poy 
Way for Insurance Estate princi 
G. S. Hastings of the New Engiand B eral p 
Mutual is constantly sending out ma f7 Fonsit 
terial to agents on social security. Here f pee 
is something from the “New England B respor 
Pilot:” “America has at last become B) compt 
security-conscious. The federal social will ir 
security act has played the final part nomic 
in this fortunate development, but the 
long years that insurance men and sav- 
ings banks and many other thrift agen- A c 
cies have been trying to bring home tof jn wo 
the public the need for old age provi-§7 partici 
sion certainly paved the way, in the B% pation 
broadest possible sense, for this result. : differe 
The gruelling spade work the genera By penefit 
tions of insurance men have done in Fs The 
teaching the public the necessity of pro-B Couns 
tecting their own future happiness by Presid 
present self denial has now borne a rich tie o 


fruitage. What we want you to realize cola 
is that the fundamental purpose of the sel F 
act is not only economically good, but J S- 
that it is a help to you of such powe fe th 
and far-reaching influence that it will B 
benefit you in all your business rela 
tions. 

“Foolish in the extreme is the maa 
who refuses to capitalize it whole- 
heartedly and at once. The compulsory 

(CONTINUED ON LAST PAGE) 
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U. S. Chamber Gives Plans 
for Program of Activities 





0. J. ARNOLD AT THE HEAD 





Scme of the Main Features That Will 
Occupy Its Attention During 





plenty the Year 

S and aa 

jn . «cr | 
table Be The U. S. Chamber of Commerce has 
1 spe fee planned an extensive program of ac- 
at ¢jfe8 tivity in the insurance field for the next 
150 age year. Directing the work of making the 
ents program effective will be a committee 

of executives headed by President O. J. 

ncies Pe Arnold of the Northwestern National 
larg. m@ Lite. In life insurance the main inter- 
n thefee est centers about the inter-chamber city 
—peo-fm health conservation contest and the 
ories | inter-chamber rural health conservation 
The F contest. hese are promoted in co- 
fe in-fee operation with the American Public 
s anjfe. Health Association. Last year more 
thatfee than 450° cities and counties entered 
in life fee these contests. 

The . Survey of State Taxes 

he 
) pay The U. S. Chamber will continue to 


make its annual survey of the special 
state insurance taxes, licenses and fees. 
There will be special educational bulle- 
tins issued from time to time bringing 
about a better understanding of the 
principles of insurance. It is the gen- 
eral policy of the U. S. Chamber to op- 
pose further government competition. 
Considerable part of the work will be 
favoring automobile, financial or safety 


Same 
t for 


piand Be 
ma: 
Here Be 





gland responsibility legislation as opposed to 
come compulsory automobile insurance. It 
s0cial will intensify its efforts to reduce eco- 
part nomic loss through accident and fire. 
Bs Life Men on the Committee 
gen- Fe A committee will study recent changes 
n¢ 0 in workmen’s compensation legislation, 
rovi fF particular attention being given to occu- 
the FB pational disease amendments and_ the 
sult. B different methods adopted in providing 
nera- F benefits for such diseases. 
© it) The life men on the committee are 
pro: B= Counsel O. R. Beckwith, Aetna Life; 
S by) President L. J. Dougherty, Guaranty 
rich B 6 Life of Davenport; President L. A. Lin- 
alize © coln, Metropolitan Life; General Coun- 
the BR) sel F. W. McAllister, Kansas City Life; 
but Bj. S. Myrick of Ives & Myrick, New 
owe’ ® York City, general agents Mutual Life 
Be ' of New York, former president National 
nde 


Association of Life Underwriters. 





Pan-American Life’s Meeting 


Annual Agency Convention Program 
for the Gathering at Atlantic 
City Next Month 








The Pan-American Life has an- 
nounced a program for its silver anni- 
versary convention to be held at the 
Claridge Hotel, Atlantic City, Aug. 
11-13. There will be from 175 to 200 
people in attendance. The home office 
officials who will be present are Presi- 
dent C. H, Ellis, Vice-president and 
General ‘Manager E. G. Simmons and 

ice-president and Medical Director 
Marion Souchon, Vice-president C. D. 
Corey, Assistant Agency Manager C. J. 
Mesman, Agency Secretary J. B. Potter, 
Field Supervisors N. M. Reuterdahl and 
H. J. Hughes. 

President Ellis will give the address of 
welcome and T. N. Whitehurst of Texas, 
President of the Dynamo Club, will re- 
spond. The theme of the meet the first 
day is “The Spirit, the Thing.” Talks 
will be given by Dr. Simmons, Dr. 
Souchon and Vice-president ‘Corey. 

tr. Simmons will preside over the sec- 
ond session and the theme will be “More 
Money for You and How.” Leading 
talks will be made by Dr. Simmons and 
Assistant Agency ‘Manager Mesman. 
“0wever, there will be a general discus- 
sion from the field. During the last 
day there will be personal conferences. 

















Goes from Head Office 
to Coast General Agents 





” 





H. M. 


HOLDERNESS 


H. M. Holderness, agency vice-presi- 
dent of Connecticut Mutual, who is one 
of the most prominent agency executives 
in the country, is relinquishing head 
office duties in order to become super- 
intendent of the Pacific Coast agency 
for southern California. He will make 
the change about Sept. 1. Connecticut 
Mutual is expanding its agencies on the 
west coast. It recently opened an office 
at Oakland and another at San Diego. 
It has six agencies on the coast. 

Mr. Holderness is a native of Oak- 
land, Cal. He was educated at Rugby 
and King William’s College, England, 
and entered the life insurance business 
in 1906. He went with Connecticut Mu- 





Commissioners’ Committees 
for Coming Year Announced 





George A. Bowles of Virginia, presi- 
dent National Association of Insurance 
Commissioners, announces the appoint- 
ment of the standing committees, the 
special committee personnel to be ap- 
pointed later. The committees are as 
follows: 

*x* * * 

Life— Earle, Ore., chairman; Pink, 
N. Y., vice-chairman; King, S. C.; Rum- 
mage, Ariz.; Moor, D. of C.; Bakes, Ida.; 
Newbauer, Ind.; Goodpaster, Ky.; Gauss, 
Mich.; Bowen, Ohio.; Neslen, Utah; Jus- 
tice, W. Va. 


*x* * * 
Fraternal — Julian, Ala, chairman; 
Smrha, Neb., vice-chairman; Hammond, 


Dela.; Murphy, Ia.; Hobbs, Kan.; O’Mal- 
ley, Mo.; Schmidt, Nev.; Sullivan, N. H.; 
Biel, N. Mex.; Bowen, Ohio; Hunt, Pa.; 
McCormack, Tenn.; Mortensen, Wis. 
*x* * * 

Executive—Pink, New York, chairman; 
Julian, Ala.; Blackall, Conn.; O’Malley, 
Mo.; Holmes, Mont.; Gough, N. J.; Earle, 
Ore., and Daniel, Tex. 


x *k x 


Accident and Health—Bowen, Ohio, 
chairman; Rummage, Arizona, vice-chair- 








tual in 1918 as an agency assistant. He 
became superintendent of agencies in 
1924, agency secretary in 1929 and vice- 
president in charge of agencies in 1931. 

During 1933 Mr. Holderness was 
chairman of Life Insurance Week. He 
served as chairman of the executive com- 
mittee of the Life Agency Officers As- 
sociation in 1935-36. 

The Connecticut Mutual has _ not 
named a successor to Mr. Holderness 
as vice-president in charge of agencies. 
It is expected that it will be about a 
month before an appointment is made. 








tality assessments. 


expire by age limitation. 


Independence Square 


Less Than a Bubble 


“This Yearly Renewable Term small-noise reminds me,” said 
the old-timer, “of the assessment balloon of forty years ago—but 
it’s less than a bubble in comparison. 
vocalists of that period proposed to reduce insurance cost materially 
through association, which would issue certificates, and levy mor- 
The idea spread all over the country. 
years the middle-aged men were getting old, and Old Mortality 
began to toll his death bell incessantly. The older men couldn’t 
pay the more frequent and larger assessments. 
tions began to go to pieces, and after a few years hundreds of them 
had gone,—while today $110,000,000,000 of level premium insurance 
is in force, with only a bit more than 10% in Term 5, 10, or 20. 
And you'd need a spy-glass to find the Yearly Renewable Term. 


“Yearly Renewable Term, with its annual premium increase, 
taxes the elderly beyond paying capacity, just as the old assessment 
system did, and gives not a cent when they drop out or their policies 


“Can you imagine any State compelling or permitting any com- 
pany to issue nothing but “Yearly Renewable Term 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Master-minds and loquacious 


In a few 


And so the associa- 
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man; Carpenter, Cal.; Harrison, Ga.; 
Bakes, Ida.; Lovejoy, Me.; Smrha, Neb.; 
Sullivan, N. H.; Boney, N. C.; McCor- 
mack, Tenn.; Neslen, Utah; Justice, 
W. Va. 
* * * 
Blanks—Robinson, O., chairman; Coul- 
bourn, Va., vice-chairman; Hooker, Conn.; 
Haffner, I1l.; Thompson, Ind.; Speidel, 
la.; Higdon, Kan.; Rooks, Ky.; O’Connell, 
Mass.; Mitchell, Mo.; Guertin, N. bs 
Collins, N. Y.; Woolford, Pa.; Harris, 
Tenn.; Huston, Wash. 
x * * 
Examinations—Read, Okla., chairman; 
Williams, Miss., vice-chairman; Julian, 
Ala.; Blackall, Conn.; Murphy, Ia.; De- 
Celles, Mass.; Gauss, Mich.; O’Malley, 
Mo.; Smrha, Neb.; Gough, N. J.; Bowen, 
Ohio; Earle, Ore.; Hunt, Pa.; Dunn, 
S. Dak.; Ham, Wyo.; Palmer, IIL 
* * x 
Laws and Legislation—BPlackall, Conn., 
chairman; Palmer, Ill, vice-chairman; 
Julian, Ala.; Carpenter, Cal.; Yetka, 
Minn.; Pink, N. Y.; Dunn, S. Dak.; Neslen, 
Utah; Hemenway, Vt.; Sullivan, Wash. 
$$ & * 


Social Security—Hunt, Pa., chairman; 
Yetka, Minn., vice-chairman; Cochrane, 
Colo.; Hammond, Dela.; Knott, Fla.; 


Hobbs, Kan.; Conway, La.; Lovejoy, Me.; 
O'Malley, Mo.; Holmes, Mont.; Cummings, 
R. L.; King, S. C.; Mortensen, Wis. 
*x* * 

Taxation—DeCelles, Mass., chairman; 
Holmes, Mont., vice-chairman; Earle, 
Ore.; Harrison, Ark.; Murphy, Ila.; New- 
bauer, Ind.; Hobbs, Kan.; Hanna, Md.; 
Yetka, Minn.; Williams, Miss.; Cummings, 


R. I. Sullivan, Wash. 
*x* * 
Unauthorized Insurance—Ham, Wyo., 
chairman; Harrison, Ark., vice-chair- 


man; Hammond, Dela.; Moor, D. of C.; 
Knott, Fla.; Newbauer, Ind.; Conway, 
La.; Hanna, Md.; Williams, Miss.; 
Schmidt, Nev.; Biel, N. Mex.; Earle, Ore.; 
Cummings, R. 1.; Dunn, S. Dak.; Hemen- 
way, Vt. 

* x * 

Valuation of Securities—Pink, New 
York, chairman; Gough, N. Y., vice-chair- 
man; Blackall, Conn.; Palmer, Ill.; Mur- 
phy, la.; DeCelles, Mass.; Boney, N. C.; 
King, S. C.; Hunt, Pa.; Daniel, Tex.; 
Sullivan, Wash.; Ham, Wyo. 


Life Advertisers to Meet 


Plans are now being completed for 
the meeting of the Life Advertisers 
Association at the Chamberlin Hotel, 
Old Point Comfort, Va., Sept. 20-22, 
R. G. Richards, agency secretary of the 
Atlanic Life, is general chairman. In- 
asmuch as Old Point Comfort is easily 
accessible to many historic points, the 
members will take advantage of side 
trips, 








New Sales Book Is Now 
Ready for Distribution 





The National Underwriter will 
be a distributing agency for the 
new book of Miss Lorraine Sin- 
ton, agency service secretary of 
the Mutual Benefit Life at Chi- 
cago, which sells at $3. Miss Sin- 
ton is a C. L. U. and recently 
interviewed 37 prominent Chicago 
life men, many of them millionaire 
producers. The book is “Practical 
Prestige Building.” She reports 
stories of the methods of these 
men, Miss Sinton collected a 
splendid array of actual exhibits, 
cards of introduction, letter heads, 
examples of all types of letters, 
blotters, Christmas cards, public- 
ity reprints and reproductions of 
which appear in the book. This is 
one of the most practical books 
that has been written. It deals 
with the stuff that these men have 
used and Miss Sinton in a graphic 
way outlines each one’s methods. 
The book should be in the hands 
of every life man. 
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Life Advertisers Program 
for Indianapolis Meeting 





The final program for the meeting of 
the Life Adverttsers Association at the 
Woodstock Club, Indianapolis, next Fri- 
day is as follows: 


Morning Session 


Theme: “Seeing Ourselves as Others 
See Us.” 

T. W. Templeton of the Don Herold 
Advertising Company, New York City, 
“Taking the Lead Out of Life Insurance 
Advertising.” 

The Don Herold Advertising Company 
has been outspoken in its belief that 
life insurance advertising has been too 
dull, uninteresting and heavy. Mr. Tem- 
pleton is to tell how the Don Herold 
Company thinks it could be improved. 

Fred Fisher, advertising manager 
Lincoln National Life, “Line Production 
of a Life Insurance Advertising Cam- 
paign from Motor Block to Wheels.” 

Mr. Fisher’s work with the Lincoln 
is recognized as being outstanding in 
the industry. This is the first time that 
he has explained how the Lincoln Life 
builds a campaign on the same plan that 
the motor car manufacturers use. 

Open Discussion, “Is Life Insurance 
Week, in Its Present Form, Too Much 
Sugar for a Cent?” 

J.C. Elliff, western manager “Saturday 
Evening Post,” “Are Life Insurance 
Companies Using National Magazines 
Correctly?” 

Last fall at one of the life insurance 
conventions, some rather critical com- 
ments were passed on the value of na- 
tional magazine advertising. Perhaps 
the trouble was not with the magazines. 
It might possibly have been the life in- 
surance advertisers. The speaker will 
probably enlighten his hearers. 


Afternoon Session 


Luncheon. Those attending the meet- 
ing are to be the guests of the “Insur- 
ance Salesman,” C. C. Robinson, editor. 

L. K. Stormont, advertising and pro- 
motion manager of Real Silk Hosiery 
Mills, “An Outside View of Life Insur- 
ance Advertising and Selling.” 

Real Silk’s plan of merchandising is 
similar to that of life insurance in that 
its entire product is marketed through 
direct agency sales. Mr. Stormont’s 
original merchandising plans formulated 
for his company are well known. Real 
Silk Hosiery Mills is the largest silk 
hosiery company in the country. 

Cc. O. Bridwell, New York vice-presi- 





dent “Outdoor Advertising,” “Where Life 
Insurance Is Missing Tricks in Outdoor 
Advertising.” 

As yet, life companies have not made 
extensive use of outdoor advertising and 
Mr. Bridwell’s talk will open up new 
fields for a number of listeners. 

General Discussion, “Advertising in 
Fly-by-night Trade Journals.” 

N. A. Owings, Skidmore & Owings, in- 
dustrial designers of New York City and 
Chicago, “Three Dimensional Advertis- 
ing.” 

Mr. Owings and his partner, Mr. Skid- 
more, were connected with the Chicago 
World’s Fair from its inception, being 
connected with the design, exhibit, 
works and concessions departments. At 
the present time, they are doing work 
in three dimensional advertising for the 
Coca Cola Company, Westinghouse Man- 
ufacturing Company, National Broad- 
casting Company, American Radiator and 
Standard Sanitary Manufacturing Com- 
pany, as well as many other well known 
organizations. 

Dinner and night baseball game as 
guests of the American United Life. 
Night baseball game, Perry Stadium. 








RECORDS 


Fidelity Mutual Life—For 12 months 
it has registered gains in paid business 
over the corresponding months of the 
previous year. Insurance in_ force 
gained $5,164,500 during this periad and 
now amounts to $360,799,250. New paid 
insurance in June, 1937, increased 22.2 
percent. That month lapsed, surrend- 
ered and cancelled policies decreased 
nearly 15 percent. 

Business Men’s Assurance—Insurance 
in force June 30 was $108,166,193, an in- 
crease of 3.2 percent since Dec. 31. Sales 
showed 24 percent increase for June, 
and more than 20 percent for the first 
half. Renewals have kept pace with new 
business. 

Equitable, N. Y.—The ordinary and 
group in force June 30 was $6,622,000,- 
000, increase $210,500,000 over Dec. 31. 
The new paid for ordinary and group 
for the six months was $263,166,000, in- 








crease $31,988,000. There was paid pol- 
icyholders $91,080,000, bringing the ag- 
gregate paid since organization to $3,- 
858,683,000. The six months income was 
$202,442,000, excess $69,840,000. 

Victory Mutual Life—Production for 
the first six months was $1,127,500 
against $788,750 for 1936. In June an 
effort was made to honor Director of 
Agencies G. W. Jones. Paid-for busi- 
ness was $305,650. 


Provident Life & Accident—At the 
midway point of its 50th anniversary 
year, reports an all-time record for any 
six months in its history. Gain in life 
insurance in force was $6,750,000; pre- 
mium gain for the four departments, life, 
accident, group and railroad, exceeded 
$500,000; assets, reserves and _ policy- 
holder surplus all showed marked in- 
creases. Policyholder surplus is now 
$2,457,499. 

Midwest Life, Neb—Reports gain of 
$750,000 in new business written and 
$611,000 insurance in force for first six 
months. It expects to close the year 
with nearly $22,000,000 in force. 

Security Mutual, Neb—Showed 17 
percent increase in June. Four of the 
first six months showed increases. 

General Mutual, Van Wert, O.—It re- 
ports agents paid for 100 percent more 
business the first six months than in 
the corresponding period of 1936. The 
company is operating on a_ general 
agency basis now and is consistently re- 
porting increases in production. 

Canada Life.—New paid insurance for 
the first six months compared with the 
same period of 1936 shows an increase 
of approximately 20 percent. Improved 
conditions are reflected in the three ma- 
jor fields in which the company does 
business, Canada, United States and 
Great Britain, as increased production 
is being received from each of these 
countries. Insurance being terminated 
from all causes is less by 20 percent than 
in the first six months of 1938. Insur- 
ance in force is steadily increasing, whch 
is a further indication of general busi- 
ness improvement. 

Z C. Yates, Acacia Mutual, Kansas 
City—Agents honored their manager on 
his birthday by record production in 
June. Placed business exceeded June, 
1936, by 250 percent and shows an in- 
crease for the first six months of 33% 
percent. 


Read The Industrial Salesman, $1 a 
year. 420 E. Fourth Street, Cincinnati. 





IMPORTANT FACTORS IN MERGER DEAL 








H,. R. KENDALL, Chairman of the Board 


GEORGE R. KENDALL, President 





J. F. RAMEY, Vice-President-Secretary 


The announcement that the Great Western of Des Moines is being merged with the Washington National of Chicago 


is of importance in the middle west because it will mean a larger company with greater momentum and power. 


The Wash- 


ington National is an institution that has been built up conservatively and stands four square ta the winds. Of its assets, 
11.14 percent are cash; 22.76 federal government securities; 15.18 FHA mortgage loans; 19.31 in state, county and mu- 


nicipal bonds; 7.31 railroad bonds; 5.73 public utility bonds; 1.03 policy loans; 9.65 mortgages. 


It gained in assets last 


year $1,129,179, in premium income $862,817, in life insurance in force $7,878,566. The three big factars in the Washing- 
ton National management are H. R. Kendall, chairman of the board; George R. Kendall, president, and James F. Ramey, 
vice-president and secretary, the latter having been at one time insurance commissioner of Kentucky. They form a 
triumvirate of experienced insurance men. 





Recruiting More Difficult 
Due to Business Recovery 


INDUSTRY’S SPECIAL APPEAL 


Life Agencies Appear to Offer Less Ap. 
peal to Types of Agents That 
Are Wanted 





Life insurance is not keeping step 
with industries generally in the sales 
end, and this accounts for much of the 
difficulty experienced by many managers 





and general agents in recruiting agents | 


today. Nat only does industry offer 
keen competition with life insurance in 
the form of streamlined merchandise to 


charm the buyer’s dollar, but industry 7 


is going out after the cream among 
salesmen, offering them highly devel- 





oped selling courses, financing up to [ 


$200 a month while they are learning, 
and such reasonable assistance as is 
needed afterwards. 


This is not a fanciful situation, but a 


condition being practically encountered 
in the field by many general agents and 
managers, it is said. 


Keen Competition for Manpower 


There are other reasons for the re- 
cruiting problem in lite insurance, how- 
ever. One is that betterment of gen- 


eral business has resulted in drafting . 


many thousands of skilled salesmen, ex- 


ecutives and others who have been out |” 


of work or in other occupations during 
the depression. 
with its initial period of testing and self- 
sacrifice, does not have the appeal ta 
them it would have in other times. 


Then too it is probably true that many 4 


of these people unsuccessfully tried life 
insurance selling during the depression 
because they could not get any other 
jeb. They made the test with their fn- 
gers crossed and hoping for the return 
of prosperity to enable them to return 
to their own jobs and professions. The 
life insurance sales story is no novelty 
to them and because of their unsuccess- 
ful experience, it has no appeal. 


Selecting University Men 


Due to this development, many agen- 
cies have directed their recruiting 
toward young mien, preferably college 
graduates. The campaign carried on by 
industry in building young sales per- 
sonnel also is directed at this type of 
men that hold the greatest promise in 
life insurance selling, according to many 
leaders. These are selected university 
men with fine personality, ambition and 
the cultural training necessary quickly to 
absorb an intensive life insurance train- 
ing course. Because of their recent edu- 
cational activities they are best equipped 
to pass the C. L. U. course and profes- 
sionalize their selling. 

A recruiting method successfully em- 
ployed by one company is to bring 
young men into the agency’s clerical 
department for a year or more whier¢ 
they will be in the life insurance atmo- 
sphere, learn the routine, much about 
selection of business, collection of pre- 
miums, etc. They are induced to study 
the selling end and eventually to try 
it at night and at odd moments until 
they have gotten over that hill, so hard 
for the average recruit to negotiate, the 
first few closed cases to give the taste 
of blood that is necessary for every 
agent. This plan appears to solve the 
problem of financing since the embryo 
agents pay their way with necessary 
work dane, and they maintain their self- 
respect and do not feel they are accept 
ing gifts they may be unable to repay: 


Some Try Salaried Agents 


A plan being tried out quietly by 2 
number of companies is to select a very 
limited number of young men, prefet- 
ably married, with some responsibilities 
but no inflated ideas of spending; to ptt 
them under salary only, strictly subject 
to control of working hours, prospect 
ing and canvassing methods. used, etc. 


Life insurance selling, = 
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An Advertisement by Tut Mutua. Lire Insurance Company or New York in selected July and August issues of 
News Week, Business Week, Collier’s Weekly and Saturday Evening Post. 
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with definite requirements as to reading, 
night soliciting and family budgets. 

This is admittedly an experiment to 
demonstrate whether life agents can be 
machine-made and is a step toward the 
branch office salaried solicitors. How- 
ever, it has so far developed on a basis 
which gives the agents the commissions 
on the business they sell, as their salary 
on a sliding scale depends on their 
production. Thus the plan takes advan- 
tage of individual ambition and initia- 
tive and does not contemplate develop- 
ing merely a wage slave who can be 
whipped into selling a minimum amount 
of business. * This experiment is being 
watched with great interest by life com- 
pany officials. 


Guardian of N. Y. at Banff 


Leaders’ Organization Meeting Will Be 
Followed by President’s Club 
Trip to Coast 








BANFF, July 22.—Though the second 
letter of the Guardian Life of New 
York’s name is normally not even pro- 
nounced, it came in for plenty of atten- 
tion at the Leaders’ Club convention 


here this week, the theme being “The. 


‘You’ in Guardian.” Concisely and aptly, 
it emphasized the close relationship be- 
tween the company and its agents. 

W. C. Ross of Milwaukee, president 
of the Leaders Club, opened the meeting. 
Following an address of welcome by 
company President Carl Heye, Vice- 
president J. A McLain gave a talk 
on the theme of the convention. 


McLain Presents Awards 


Mr. McLain then presented about 60 
awards to various producers for consecu- 
tive weekly production, 100 paid lives, 
and membership in the $250,000 club, 
$500,000 club and $750,000 club. He 
also awarded certificates for the Presi- 
dent’s Club trip to Los Angeles which 
was scheduled to take place following 
the Leaders Club meeting. 

Speakers at the Tuesday, Wednesday, 
and Thursday sessions were L. R. Nich- 
olas, supervisor at Jacksonville, Fla.; 
F. N. ‘Chase, Pittsburgh; S. K. Lehman, 
Los Angeles; L. S. Broaddus, manager 
Chicago; J. A. Schnur, co-manager, New 
York City; W. H. Eavenson, Buffalo; 
Jacob Grob, Cleveland, who has a record 
of 15 years of consecutive weekly pro- 
duction and J. E. Bragg, manager New 
York City. Superintendent of Agencies 
F, F. Weidenborner, Jr., made the clos- 
ing address. He also presided at the 
last three days’ sessions. 


President’s Club to Coast 


The President's Club members leave 
by train for Vancouver, July 23. There 
they will go by steamer to Seattle, stop- 
ping at Victoria for sightseeing. The 
club will meet July 26, the speakers be- 
ing Vice-president McLain and Presi- 
dent Ross of the Leaders Club. Dis- 
cussion of the Guardian persistency rat- 
ing chart will be led by H. E. Perkins 
of St. Paul. 

The party will go from Seattle to Los 
Angeles by train, with a stop at San 
Francisco for sightseeing. The annual 
President Club’s dinner will be at Los 
Angeles. At Friday’s session the dis- 
cussion of the policyholders’ service rec- 
ord will be led by C. D. Harrison, Wash- 
ington, D. C.; on retirement income 
booklet by Manager R. A. Trubey of 
Fargo, N. D.; and on “Our Work” by 
Superintendent of Agencies Weiden- 
borner. 





Win President’s Trophies 

The Mutual Trust Life has awarded 
president’s trophies to agencies in three 
classes for the second quarter. Roll & 
Schnieders, Cincinnati general agency, 
won the class A award with 148 per- 
cent of its quota. The Burlington, Vt., 
agency under R, J. Audette won the 
group B trophy for the second consecu- 
tive quarter and Walton Murat, Stevens 
Point, Wis., won the class C trophy for 
the second consecutive quarter. 








Heads Two Divisions of 
Equitable Life of N. Y. 








WILLIAM J. 


GRAHAM 


President Parkinson of the Equitable 
Life of New York has announced that 
W. J. Graham, vice-president in charge 
of the group department, naw assumes 
executive supervision of the agency de- 
partment as well. He is an outstanding 
executive and is prominent in various 
organizations. He has been president of 
the American Management Association. 
He headed the Insurance Institute of 
America. He was chairman of the 
Group Association. Mr, Graham is a 
native of Louisville where he was born 
Sept. 23, 1877. He was actuary of the 
old Sun Life of Louisville, which was 
taken over by the Illinois Life. Then 
he joined the actuarial staff of the Met- 
ropolitan Life. He became vice-presi- 
dent and actuary of the Northwestern 
National Life serving for five years. La- 
ter he was appointed western superin- 
tendent of agents of the Equitable and 
was called to the office to head the group 
department in 1912. He then started up 
the vice-presidential ladder, being made 
third vice-president in 1918 and has been 
vice-president since 1929. He has con- 
tributed much to the literature of life 
insurance and is the author of “Romance 
of Life Insurance.” 


NEWS OF WEEK 


Program is announced for the various 
section meetings during Denver conven- 
tion of National Association of Life Un- 
derwriters. er Pagel 


Great Western of Des Moines is merg- 
ing with the Washington National of 
Chicago. st i Pagel 











Survey shows few agents are making 


use of social seeurity angle in sales; 
companies’ work told. Page 2 
* * * 


U. S. Chamber of Commerce announces 
its program of activities in the insurance 


field for the coming year. Page 3 
ok 

National Association of Insurance 

Commissioners announces its standing 

committees. Mee ae Page 3 


Plans for annual meeting of Interna- 
tional Claim Association at Swampscott, 
Mass., Sept. 18-15 are announced. 

Page 11 
x * * 


Mutual Benefit’s new Chicago general 
agencies open for business, appoint- 
ments of supervisory staffs are made. 

Page 9 
* * x 


Final program for the meeting of the 
Life Advertisers Association at Indian- 
apolis this week is announced. Page 4 


* * * 


Convention examination report of the 
Hercules Life of Chicago, the Sears, 
Roebuck & Co, life company, is made. 

Page 13 


Preferred Stocks Purchased 
by the Life Companies 


The “Wall Street Journal,” in com- 
menting on preferred stocks for life 
companies, states that high grade securi- 
ties of this kind are in a buying range, 
and, according to the article, a number 
of companies plan in the near future to 
invest several millions in this way. It 
says further: 

“This development marks a sharp de- 
viation in life insurance investment pol- 
icy, the companies hitherto having con- 
fined their purchases almost exclusively 
to top grade bonds. Recent liberalization 
of the New York state insurance law, 
coupled with current negligible bond 
yields as contrasted with returns on 
high grade preferred stocks, are believed 
to have motivated the shift in policy. 





Prefer the Industrial 


“In the past week or so life companies 
generally have shown a greater inter- 
est in industrial preferred stocks. This 
is borne out by the latest investment 
reports of leading companies to the 
Wall Street Journal, which show that 
purchases of miscellaneous stocks for 
the week ended June 12 were the heavi- 
est in many months. For the time be. 
ing, purchases of high grade preferred 
stocks probably will be confined to new 
offerings in the most part, although if 
yields in the open market continue to 
advance these companies will make pur- 
chases there, too.” 

The Illinois code opens the door for 
prominent preferred stocks in a _ re- 
stricted way for domestic companies. 
This will serve to extend the range so 
far as the best classes of stocks are con- 
cerned, 


Commissions to Agents of 
Continental of St. Louis 





Question—While with the Continental 
Life of St. Louis (reinsured by Kansas 
City Life), I was paid 50 percent of the 
renewal commissions due me for the 
period of time the case was in court, 
and advised by letter that I would be 
paid the remaining 50 percent due me at 
a later date. Have been advised by the 
Missouri insurance commissioner that 
this 50 percent would not be paid. Can 
you advise me whether or not this un- 
paid obligation is collectable? 

Answer—For the period commencing 
with the filing of receivership suit 
against Continental Life Jan. 3, 1934, up 
to the date that Circuit Judge Ryan de- 
clared Continental insolvent and turned 
its affairs over to the department, agents 
were allowed only 50 percent of their 
renewal commission. That was the per- 
centage allowed other general creditors 
and since that is the classification in 
which agents’ commissions went, that is 
all that any agent will ever be able le- 
gally ta collect. When Superintendent 
Q’Malley took charge he made conser- 
vation contracts with most of the 
agents, allowing them full commissions 
on all premiums collected after May 25, 
1934, on the theory that it was worth 
while to keep the business an the books. 
When Kansas City Life reinsured the 
business of Continental, it renewed or 
took over conservation contracts. 


Hartford Council Elects 


D. T. Smith of the Thomas Russell 
agency Connecticut General Life, has 
been chosen president of the Hartford 
Life Insurance & Trust Council. Others 
elected are J. B. Bolles, Travelers Bank 
& Trust Company, vice-president; R. E. 
Benjamin, New England Mutual Life 
and C. C. Bolles, Capitol National Bank 
& Trust Company, members of the ex- 
ecutive committee. Hold-over officers are 
W. S. Pratt, Northwestern Mutual Life, 
secretary, C. S. Holcomb, First National 
Bank, treasurer and executive commit- 
teemen, J. H. Bartholomew, Ernest Mc- 
Cutcheon, Allyn Larkum and John B. 





Illinois Federation Names 
New Officers at Meeting 




















W. H. 


HANSMANN 


W. H. Hansmann, president vice- 
president Fidelity & Deposit, Chicago, 
was reelected president Illinois Insur- 
ance Federation at the annual meeting 
held in Aurora. W. P. Robertson, gen- 
eral manager North America’s western 
department, Chicago; I. M. Hamilton, 
president Federal Life; A. S. Keys, 
Springfield; G. H. Moloney, vice-presi- 
dent Hartford Accident, Chicago; R. M. 
Redmond, president Insurance Brokers 
Association of Illinois, and W. 0. 
Schilling, manager United States Fidel- 
ity & Guaranty, were reelected vice- 
presidents. New vice-presidents elected 
are: C. F. Axelson, special agent 
Northwestern Mutual Life, Chicago; J. 
K. Walker, of Moore, Case, Lyman & 
Hubbard, Chicago; Robe Bird, Rock- 
ford, western manager American of 
Newark, J. Edward Martin, Peoria, and 
J. C. Lanphier, Jr., Springfield. 

The retiring vice-presidents are: Fran- 
cis R. Blossom of Fred S. James & Co.; 
C. H. Burras of Joyce & Co., and E. V. 
Mitchell, Continental Casualty. Mrs. 
Lillian L. Herring was reelected secre- 
tary and G. H. Ahrold, U. S. F. & G, 
reelected treasurer. 


List of New Directors 


Directors elected are: Henry Abels, 
Springfield; F. S. Bankhardt, V. H. 
Bartholomew, F. R. Blossom, C. A. 
Berger, C. H. Burras, R. S. Danforth, 
H. N. Douglass, E. I. Fiery, E. A. 
Henne, J. P. Keevers, H. M. Loeb, J. 
L. Maehle, M. A. Myers, B. J. Nietsch- 
mann, J. A. O. Preus, F. C. Read, Ed- 
ward St. Clair, J. H. Slagle, W. W. 
Steiner, W. H. Stewart, C. B. Stumes, 
George Tramel and James White, all of 
Chicago, and F. J. Budelier, Rock 
Island; H. W. Capen, Bloomington; H. 
H. Cleaveland, Rock Island; D. F. 
Giberson, Alton; F. M. Gund, Freeport; 
C. L. Morris, Springfield; V. G. Mussel- 
man, Quincy; D. H. Reed, Benton, and 
R. W. Troxell, Springfield. On the ex- 
ecutive committee were named Messrs. 
Axelson, Loeb, Mitchell, Schilling and 
Gail Reed. 


Kill Tax Transfer Bill 


OKLAHOMA CITY, July 22.—At- 
tempt to transfer collection of the 2 per- 
cent premium tax from the insurance 
department to the state tax commission 
failed when senate bill 462, passed in 
the senate, died in the house. It was 
one of a number having to do with in- 


R. S. Edwards, Chicago general 
agent Aetna Life, is on vacation with 
his family at Saybrook, Conn., where 
he has a summer home. Assistant Gen- 
eral Agent R. J. Curry temporarily 15 








Bolles. 


in charge of the office. 












surance, several affecting workmen’s 
compensation, that failed before ad- - 
journment. 
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w. W. Banton Is Honored on 


His Departure to New Post 


)TENDERED FAREWELL DINNER 
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> Newark Associates and Connecticut Mu- 
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tual Agency Compliment Him on 
His Advancement to Portland 





NEWARK, July 22.—Associates and 
friends of William W. Banton, formerly 
supervisor of the Newark agency of the 
Connecticut Mutual Life, who has been 
appointed general agent at Portland, 
Me., joined in tendering him a farewell 





BANTON 


WILLIAM W. 


dinner today. C. J. Zimmerman, for- 
merly general agent here but now lo- 
cated in Chicago, acted as toastmaster. 
Mr. Banton was presented with a hand- 
some silver coffee service set. 

Mr. Banton, who assumes his new 
duties on Aug. 1, entered life insurance 
in 1924 as agent of the ‘Mutual Life of 
New York, and later was made district 
manager in Bangor, Me. He left insur- 
ance in 1930 to enter the mercantile busi- 
ness, but in May, 1932, he re-entered the 
business and was appointed supervisor 
of the Zimmerman agency here. In the 
early part of his career in Newark, he 
paid particular attention to the develop- 
ment of brokerage business, but with 
the development of the agency, he as- 
sisted in teaching and training a full time 
organization. He has been responsible 
for over $2,000,000 of agency production 
for each of the past several years. 

He was an active member of the Life 

nderwriters Association of Northern 

ew Jersey and the Supervisors Associ- 
ation of Northern New Jersey. 

Mr. Banton succeeds G. B. Nelson 
who plans to continue in life insurance 
on the west coast. In the years imme- 
diately following his graduation from 
aga 3 in 1916, Mr. Banton served 
He id a A. in various capacities. 

hey a lor secretary for the Y. M. 

- In Siberia and for five years was 
executive secretary of the Russian de- 
Prtment of the national council of the 

- M.-C. A. located at New York. 





Minnesota Court in Ruling 
Bank Can Recover on Loan 


a which holds a life policy as 
; eral on a loan is entitled to re- 
Over even though the company had not 
rag formally notified of an assignment 
n favor of the bank, the Minnesota su- 
Preme court ruled, affirming a lower 
The decision against the Aetna Life. 
bs court said: “Although a life insur- 
re policy provided that no assignment 
poet should _be binding upon the 
: mpany unless in writing and filed with 
€ company, such policy might be 





pledged as collateral security without 
such writing. The insurance company, 
notwithstanding notice of such pledge, 
paid the face of the policy to the bene- 
ficiary without requiring the surrender 
of the policy duly released as its con- 
tract gave it the right to require. 
“Held, that the pledgee, by failing to 
bring proceedings to prevent such ac- 
tion by the company did not waive its 
right as pledgee nor was it stopped.” 


McClure Indianapolis Manager 


Walter R. McClure has been ap- 
painted manager of the Indianapolis or- 
dinary agency of the Life of Virginia. 


Tax St. Louis Publications 


ST. LOUIS, July 22.—The board of 
aldermen has passed the ordinance that 
will impose a 2 percent tax on the gross 
advertising receipts of all newspapers 
and other periodicals published here. 
Several insurance publications are af- 
fected. Other tax ordinances pending 
would impose a special tax of 10 percent 
on gross rentals of safety deposit boxes 
and 5 percent on gross receipts of fire 
alarms and burglar alarm systems. 


Brannan to Penn Mutual ° 


G. T. Brannan, 11 years in life insur- 
ance and a former president of both the 








Semi-Annual Figures Reported 





Name of Company 
Wankera LAlG, IG... ...ccsccecs a tw 


EO MEEG TOO ccccccccccccnes ,754,6 

EE ED caceds ctccsemeuue 9,079,907 
Eureka-Maryland Assur....... 12,882,308 
FN Se Re ae 10,749,275 
Midland Mutual Life.......... 5,630,446 
Monarch Life, Can...........-. 3,309,172 
OREGON cv cecceseeanceaece 5,569,888 
Northwestern Union Life..... 84,3 

Ohio National Life........... 10,353,000 
Padifice Natl. (Fated: oc. cccedsen. 2,430,447 
Philadelphia Life ............. 2,067,531 
Southeastern Life, S. C........ 7,064,958 
United Benefit Life............ 20,041,305 
United Fidelity Life........... 7,517,083 


New Pd. Bus. 1st 6 Mos. 
1937 


Change in Ins, in Force 
193 


936 7 6 
$31,696,365 + $7,791,469 + $2,704,580 
9,104,393 +1,189,960 —101,333 
9,455,320 + 5,660,178 + 6,611,820 
13,596,427 + 2,887,202 + 3,424,798 
,668,8 + 3,317,309 534, 
5,312,032 + 2,411,254 + 1,543,836 
,645,638 + 1,519,878 619, 
19,801,236 + 2,998,821 +1,393,427 
195,500 + 88,800 67, 
11,098,000 +1,585,000 +1,158,000 
1,802,059 + 1,263,084 +913,746 
1,962,446 —377,444 —492,821 
4,384,413 + 3,423,576 + 283,690 
14,476,401 + 5,564,904 + 2,545,4 
6,430,826 +1,295,318 +1778,7 








Little Rock and Arkansas Life Under- 
writers Associations, has joined the 
Allan Gates agency of the Penn Mutual 
in Little Rock. 


Cars for Denver Visitors 


R. W. Frye, Northwestern Mutual, 
Denver, chairman of the committee in 
charge of transportation for the annual 
convention of the National Association 
of Life Underwriters there in August, 
says that about 120 five-passenger cars 
already have been made available to the 
committee, with little more than half the 
companies in Denver reported. It is es- 





timated that by the convention date more 
than 250 cars will be available to visi- 
tors throughout the convention week 
and also for carrying them to the wild 
west powwow at Troutdale-in-the-Pines. 





Bobruff Among Leaders 


N. Bobruff, Hartford agent of the 
Lincoln National Life, was one of the 
winners in the nation-wide sales contest 
held during May in honor of President 
A. F. Hall. 

J. S. White, Los Angeles manager Pru- 


dential, has moved his offices to larger 
quarters at 810 Pershing Square building. 





agent. 








SURREALIST INTERPRETATION. Neil Nettleship, a California 
agency manager, is in the national spotlight because of the 100% 
production record generated every month for a year and a half 
by his thirteen live-wire agents whose steady stream of applica- 
tions, pouring into California-Western States Life, is showering 
dollars on San Diego—one of America’s most ideal communities in 
which to live and work. Manager of his Company's 1936 “Agency 
of the Year” Nettleship also won The Palm for lowest acquisition 
cost and highest average quality and quantity of production per 
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WE HAVE A 
RENDEZVOUS 
WITH DESTINY 




















Somewhere out on the horizon of time, there is 


a signal for every man and woman. 


When it beckons, life insurance justifies its 


existence. 


The foresight of man is well repaid; the genius 


and the skill of the actuary; the integrity and the 


wisdom of Home Office management in enabling 


it to forward funds when the signal flashes; the 


persuasiveness and the perseverance of the under- 


writer in warning and preparing the individual for 
its call—elements all of these—the stuff of life 
insurance — justify every thought, every plan, 


every thing in the institution of life insurance. 


No profession in the world has such an impor- 


tant mission. 


satisfaction. 


For we have a rendezvous with destiny. 


None can yield greater personal 
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News ABOUT 


Lire Pouicies — 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. i 
Digest” and “Little Gem,” Published Annually in May and March respectively. 
PRICE, $5.00 and $2.00 respectively. , 


Supplementing the “Unique Manual. 





Changes Settlement Options 


Penn Mutual Reduces Income Derived 
from Unit of Premium for 
Many Contracts 








The Penn Mutual has put in effect re- 
ductions in amount of income under set- 
tlement options. This affects the op- 
tional deferred income contract (retire- 
ment annuity) as well as regular life 
contracts. While the optional deferred 
income cash values and dividends per 
$10 premium unit are not changed, a 
larger amount of cash value is required 
to produce income equal to the old basis 
and consequently a larger premium rate. 

The new rate book quotes rates at 
ages 10 to 14 for most forms where 
previous rate books quoted below age 
15 for ordinary life and retirement in- 
come only. The father and son rider 
may be issued on ordinary life, retire- 
ment income, 20 payment life and 20 
year endowment. This rider provides 
that in event of the father’s death before 
the son reaches age 25 all premiums will 
be waived until that age is reached. 
Premiums at younger ages show marked 
decrease. 

The dividend schedule for the year 
beginning July 1 is the same as for the 
preceding year but interest on funds left 
with the company is reduced to 3.5 per- 
cent as previously announced. The table 
below shows amount of income per $100 
annual premium under the new scale: 


Refund Monthly Annuity 


Age r————Age at Maturit y—————- 
a —55— —60— ' —65 


Issue 


Male Fem. : ae Fem. Male Fem. 


$ 
38.36 35.77 52.18 48.21 71.03 64.93 
84.25 50.10 46.28 68. : 
35.16 32.78 48.08 44.42 65.72 60.07 
33.63 31.35 46.12 42.60 63.18 57.75 
32.14 Ley 44.21 . . 
-62 42.36 39.14 58.31 53. 
29.29 27.31 40. : ¢ Bris 
26.04 38.82 35.87 53.73 
24.81 37.13 34.30 51.54 
25.32 23.61 35. f R 
24.08 22.45 33.89 31.31 47.34 43. 
22.87 21.32 32.34 29.88 43.33 41.44 
21.69 20.22 30.84 28.49 43.39 39.66 


20.55 19.16 29.388 27.14 41.49 37.93 
19.44 18.13 27.96 25.83 39.66 36.26 
18.37 17.13 26.59 24.56 37.88 34.62 
17.33 16.15 25.25 23.33 36.14 33.04 
16.31 15.21 23.95 22.13 34.46 31.50 
15.33 14.29 22.69 20.96 32.83 30.01 
14.37 13.40 21.47 19.84 31.25 28.56 
13.45 12.54 20.28 18.74 29.71 27.16 

55 11.70 19.13 17.67 28.22 25.79 


12.55 
11.67 10.88 18.01 
10.82 10.09 16.93 
10.00 


00 9.32 15.87 14.66 23.99 21.93 
9.20 8.58 14.85 18.72 22.67 20.72 
8.42 7.85 13.85 12.80 21.38 19.54 
7.67 7.15 12.89 11.91 20.13 18.40 
6.94 6.47 11.95 11.04 18.91 17.29 
6.23 5.80 11.04 10.20 17.74 16.21 
5.54 5.16 10.16 9.38 16.59 15.17 
see eeee 9.80 8.59 15.48 14.15 

8.47 7.82 14.40 13.16 
7.66 7.08 13.86 12.21 
6.87 6.35 12.34 11.28 
6.11 5.65 11.35 10.38 
sees ceee 10.39 9.50 
- 9.46 8.65 

8.56 7.82 

7.68 7.02 

6.83 6.24 


Embry Agency in New Quarters 

The A. M. Embry agency of the Equi- 
table Life of New York has moved into 
new and larger offices in the Federal 
Reserve Bank building, Kansas City. 

The agency has 225 in its praducing 
personnel, more than half of them out- 
side of Kansas City in western Missouri 
and Kansas. Since Mr. Embry became 
manager in June, 1924, its business has 
tripled. He joined the Equitable in 1910 
at Atkins, Ark., and moved to Missouri 
in 1912 as manager at Sedalia. Top pro- 
duction of his Kansas City agency was 
$18,500,000. 


How to Win Friends and Influence 











People—by Dale Carnegie. $1.96. Order 
from The National Underwriter. 


Aviation Clause Liberalize/ 


Great-West Has New Policy—Restric. 
tions Eliminated—Change in Fam- 
ily Protection Rates 








A new simplified policy is being issued 
by the Great-West Life. Aviation priv. 
ileges are liberalized with all aeronautic 
restrictions eliminated except in cases 
requiring special underwriting. Hereto. 
fore the main benefit has been restricted 
to a return of premiums in the event of 
death within the first two policy years 
from aeronautics other than as a fare. 
paying passenger. 

The disability benefit is free from any 
aviation restriction except in the case of 
aeronautic service in time of war. The 
double indemnity benefit is liberalized to 
cover death resulting from aeronautic 
accident as a fare-paying passenger but 
will not cover accidental death from 
aeronautic cause in other circumstances, 


Settlement Options 


Settlement options provide for 3 per- 
cent plus surplus interest on funds left 
on deposit. Options are available to the 
insured upon the maturity of any en- 
dowment policy. Surrender proceeds of 
any policy may be applied by the. in- 
sured under any of the options provided 
the insured be then at least 55 and that 
the policy shall have been in’ force at 
least 10 years. ‘ 

There is a slight increase in the extra 
premiums for family protection rider 
benefits, the rider being based upon the 
guaranteed rate of interest payable on 
policy proceeds. No change has been 
made in pension policy premiums and 
values or in the rates, values, or returns 
under the participating retirement an- 
nuity. New rate books have been dis- 
tributed incorporating all changes. 


Annual Premiums—Family Protection 


New Rates 
Old bot the bak. 
Plan Age Rate Policies Policies 
30 $ 2.86 $ 3.04 $ 2.89 
10 FPR.. 35 3.24 3.42 3.25 
40 4.05 4.31 4.09 
30 4.07 Mer ‘a 

5 co OO 4.79 . ; 
noe 6.27 6.71 6.37 
25 4.84 5.22 4.96 
20 FPR.. 30 5.38 5.80 5.51 
3 6.58 7.09 6.74 
25 7.98 8.72 8.28 
20 FPR 60 30 8.30 9.05 8.60 
35 8.68 9.43 8.96 
30 9.76 10.64 10.11 
20 FPR 65 35 10.68 11.62 11.04 
40 L177 12.78 12.14 
25 9.25 10.22 9.71 
FPR 60.. 30 9.05 9.91 9.41 
35 8.96 9.75 9.26 
30 11.08 12.20 11.59 
FPR 65.. 35 11.50 12.57 11.94 
40 12.10 13.16 12.50 





Reserve Loan Increase 


The Reserve Loan Life put in effect a 
general premium increase ranging from 
three percent to nine percent of the old 
premiums. It does not affect term and 
life expectancy policies. No change 's 
made in waiver of premium disability 
rates or in surrender values. Annual 
premium rates per $1,000 are: 


End. End. Ord. End. Pay Yr. 

Age at 65 at 85 Life at 85 Life ,End 
$ $ $ $ $ $_ 

4055233 13.00 11.62 .... 19.36 41.65 
Bice 14.55 12.71 .... 20.61 41.15 
Tie 16.54 14.10 13.48 22.24 21.76 41.92 
San 19.27 15.94 15.23 24.22 23.69 42.20 
BOR niet 22.97 18.36 17.52 26.63 26.02 42.63 
BBs o:is.0 28.13 21.58 20.55 29.80 29.18 43.34 
Y ee 35.92 25.95 24.73 33.95 33.13 44.80 
GBiecti. 81.82 30.42 39.30 38.24 47.23 
BOS 5 39.75 37.72 46.07 44.56 51.30 
Bett. 50.38 47.77 55.03 53.20 58.00 
60.555. 65.16 61.77 67.73 65.40 68.85 


T. I. Parkinson, president of the Equi- 
table Life of New York, is on a hunting 
and fishing trip in the region of Jasper, 





Wyo. Mrs. Parkinson is with him. 


% 
Sf 
3 








The 
Mutual 
in effec 
and Br 
charge 
ted in t 
and a } 
charge 
Ingers¢ 
eral Aj 
his son 
ters W! 
for apt 
clearin 
buildin 
West 
the ter 
enth a 
It is 
about 

Botl 

Paul ] 
partm¢ 
consul 
tates < 
izes. | 
assista 
editor 

agency} 

manag 

CE. 

servic 

agreer 
assist 









> and Bruce Parsons as general agents in 





a 


w 
bs 
> 
= 


hd 
a 
5 
Ree 


— 
es 
a5 
a 





urns 
an- Be 
dis- F 


Ass 


ion B 
1s 
Pet. a 
cies 
89 E 2 
25 BS 

09 & 
13 ES 
86 & 














| sTAFF MEMBERS APPOINTED 


July 23, 1937 


LIFE INSURANCE EDITION 





Mutual Benefit New Chicago 
General Agencies Now Open 








Company Officials, Many General Agents 
of Midwest to Attend 
Kickoff Dinner 





The new general agency setup of the 
Mutual Benefit Life in Chicago was put 
in effect this week with Paul W. Cook 


charge of two offices temporarily loca- 
ted in the offices of the old Drew agency, 
and a new Clearing house functioning in 
charge of A. S. Ingersoll as cashier, Mr. 
Ingersoll formerly was assistant to Gen- 
eral Agent Drew for many years and is 
his son-in-law. Leases for the new quar- 
ters were transmitted to the home office 
for approval. The two agencies and the 
clearing house will remain in the same 
building as the old Drew agency, 111 
West Washington street, Mr. Cook on 
the tenth floor, Mr. Parsons on the sev- 
enth and the clearing house on the 8th. 
It is expected they will be occupied 
about Aug. 15. ; 

Both announced staff appointments. 
Paul F. Millett becomes brokerage de- 
partment manager for Mr. Cook and 
consultant to agents on wills, trusts, es- 
tates and taxation in which he special- 
izes. Miss Lorraine Sinton, Mr. Cook’s 
assistant for 10 years, a C. L. U. and 
editor of the “Pelican’s Squab,” the 
agency’s organ, becomes sales promotion 
manager. D. Baskett, Jr., also a 
C. L. U., will be in charge of agents’ 
service, including preparing supplemental 
agreements, options, etc. He also will 
assist in the field. 


Talent Is Drafted 


Mr. Millett is a graduate of South Da- 
kota State University, secured his LL.D. 
at John Marshall law school and has 
specialized in estate and tax courses at 
De Paul University. Miss Sinton is au- 
thor of the new volume, “Practical Pres- 
tige Building,” now being sold by THe 
NATIONAL UNDERWRITER. Mr. Baskett is 
a William Jewell College graduate with 
two years of graduate work in the 
University of Chicago school of business 
and majored in mathematics. 

Mr. Cook has made a selection of 
younger agents with settled production 
around $250,000 annually each. He starts 
with seven men and will recruit steadily 
but carefully with the clear objective of 
bringing the entire staff to a high pro- 
fessional standing. 


Parsons’ Appointments 


General Agent Parsons has appointed 
B, R. Clement as supervisor, Thomas 
Dunsire as brokerage department mana- 
ger, Howard Severson as cashier and 
Miss Winifred Ralston as his assistant 
and in charge of the prospect bureau and 
publicity work. Mr. Clement, an agent 
in the Drew office for eight years, for- 
merly was a traffic expert and for some 
time has been instructor in the North- 
western University school of commerce 
night course. Mr. Dunsire and Mr. 
Severson formerly were in the broker- 
age department of the Drew agency, the 
latter as assistant, and Miss Ralston has 
_ Mr. Parsons’ assistant for some 
ime. 


To Kick Off at Dinner 


The agencies will be officially opened 
at a dinner Monday night to be attended 
by a number of home office men, many 

‘utual Benefit general agents from a 
wide territory and a number of Chicago 
general agents and managers of other 
companies. H. G. Kenagy, superintend- 
ent of agencies, will attend. General 
Agent Carroll Otto of St. Louis is to be 
toastmaster. H. M. Solenberger, Spring- 
field, Ill, general agent, will say farewell 
to General Agent Drew, who is retiring, 
and General Agent F. C. Hughes of 

ilwaukee will welcome the new gen- 





Fifty-Four Years 








CHARLES F. BULLEN, Chicago 


Manager C. F. Bullen of the Chicago 
branch of the Canada Life, who has been 
in that capacity for 42 years, is retiring 
from business. He started at the head 
office as a clerk 54 years ago. 








lining their new duties and responsibili- 
ties. 

Among visitors expected to attend are 
Roy L. Davis, assistant insurance di- 
rector of Illinois; A. E. McKeough, 
president, and Joy Luidens, secretary, 
Chicago Association of Life Underwrit- 
ers; A. J. Johannsen, president National 
Chapter of C. L. U.; E. M. Schwemm 
president Chicago chapter C. L. U.; 
Harold Smith, assistant in the agency 
department of the home office, in charge 
of personnel and housing: Floyd Zucks- 
wert, comptroller, who is setting up the 
accounting system in the two agencies. 


Many Agents Invited 


General Agent W. F. Cochran, Peoria, 
Ill.; General Agent J. S. Drewry, Cincin- 
nati; General Agent Virgil Samms, In- 
dianapolis; General Agent R. R. Stotz, 
Grand Rapids; General Agent John 
Brown and Foree Dennis, Louisville, 
Ky.; Frank Stewart, managing agent, 
Davenport, Ia., E. C. Hawes, general 
agent Bangor, Me., and Lawrence 
Choate, Washington, D. C., general 
agent; a number of Chicago bankers and 
trust officers also will attend. Messrs. 
Hawes, Choate and Otto were developed 
in the Drew agency. 

Much is expected of the two new 
agencies. Mr. Cook is a life member of 
the Million Dollar Round Table, was one 
of the first four C. L. U.’s in Chicago 
and early member of the Life Trust 
Round Table there. During the Denver 
annual convention of the National Asso- 
ciation of Life Underwriters he will be 
twice on the program, at the Million 
Dollar Round Table pre-convention 
meeting and again in the business insur- 
ance panel at the general sessions. He 
will also speak at a Mutual Benefit gath- 
ering at Troutdale-in-the-Pines, celebrat- 
ing the 50th anniversary of the Colorado 
agency. 


Gentry Withdraws Salary Claim 

LITTLE ROCK, ARK., July 22.— 
Former Commissioner Gentry has with- 
drawn his claim for $4,045 in back sal- 
ary recently presented before the claims 
commission. He had asked payment on 
the ground that the 1935 legislature 
acted without constitutional authority in 
reducing the salary fixed by a prior leg- 
islative act. 

Mr. Gentry has appealed to the state 
supreme court from a circuit court judg- 
ment refusing to oust his successor, M. 
J. Harrison, from office. 


’ 


Use the accident approach and get more 
business. Read Aeceident & Health Re- 
view, $2 a year for details. 175 W. Jack- 





eral agents. Mr. Kenagy will speak, out- 





son, Chicago. 
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The Lincoln National Life provides its field 
The 


classes of LNL insurance risks are: Men, pre- 


men with a complete business target. 


ferred risks at Preferred Rates; men, substand- 
ard physically; men substandard because of 
occupation; women, married and single; chil- 


dren down to one day of age. 


LNL protection is available, through its 


agents, to all five classes. 


* 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne, Indiana 
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Analyze Agents’ Business 
on Basis of Persistency 


KANSAS CITY, July 22.—The Busi- 
ness Men’s Assurance is making an 
analysis of applications submitted by 
salesmen whose persisténcy is under the 
general company average. One purpose 
is to determine whether or not present 
premium rates can be continued, as the 
rate of persistency of business now be- 
ing produced is one of the deciding tac- 
tors. During a period, when there is a 
low interest rate, this renewal ratio re- 
quirés even greater consideration and in 
fact is so important that it has a great 
influence on the various contracts. 

For years branch offices have recorded 
all written and paid business on a spe- 
cial form. This has been revised to give 
more information regarding type of 
business sold by each salesman, with 
particular attention to those’ factors 
which influence persistency, including 





mode of payment, type of settlement op- 
tion, old or new policyowner, etc. 

The analysis, plus the additional in- 
formation from the record form, is ex- 
pected to give the company knowledge 
of whether the policyowner has a real 
appreciation of the value of his insurance 
and a clearcut understanding of the 
exact» purpose for which it was pur- 
chased. This should reveal new methods 
of conserving business, officials hope. 


Important Ruling Now Official 

The Treasury Department’s ruling 
that Northwestern Mutual Life commis- 
sioned agents and general agents are in- 
dependent contractors and exempt from 
the social secufity..act, is now the only 
official ruling on.:this question. Although 
several rulings. -have been made—the 
others adverse—the Northwestern Mu- 
tual opinion is the only one to be printed 
in the “Internal’ Revenue Bulletin.” 
Until such publication an opinion does 
not become official. 








SCHOOL 


IS OUT 


This observation alone would -have little 
significance. Everybody knows A is the 


vacation season. 


But, for some of these youths, 
who had hoped to go to 
college, school is out for 


keeps. 


They are the sons of uninsured 
fathers, unexpectedly taken 


away, 


men who may have 


been overlooked by life in- 
surance salesmen. 


Find living fathers and keep 
their boys in school | 














Mortality Experience Viewed 




























































































Does economic pressure directly affect 
mortality? This graph appears to answer 
this question in the affirmative. The heavy 
black line shows the variation from 1920 
to 1936 in the average of the 50 leading 
companies. The dotted line is the 17 
year average. 

Following the influenza epidemic of 
1920, the first_rise occurred in 1923, at 
which time there was a recurrence of 
the epidemic though not as widespread 
as from 1918 to 1920. From a low aver- 
age of 49.88 percent in 1925, the mor- 
tality shows a continuous rise until 1931. 
Possibly this was affected by two causes 
—the increasing size of policy and a 
possible slight relaxation of stringent 
underwriting rules by the underwriting 
departments. Then no doubt part of 
the rise in 1930 and 1931 was related to 





B22 2 8 
suicides among the jumbo risks and also 
to the extra strain that was put on in- 
sured due to worry. 

It appears that suicide was not as 
large a contributing factor to the rise 
as might be expected. In 1928 the ratio 
rose 3.74 percent while in 1929 the rise 
was only 2.32 percent. The total rise 
1928 to 1930 was only 3.28 percent 
which was‘in itself less than the rise 
shown in 1928. 

From 1931, mortality ratios dropped 
until 1935 with the exception of a very 
small rise in 1933. However 1936, which 
was certainly a better business year 
than 1933-1934, shows that the mortality 
rates climbed. 

The chart was prepared by the edi- 
tors of the-Unique-Manual Digest, pub- 
lished by THE NATIONAL UNDERWRITER. 








Philadelphia’s Mayor Kills 
the Proposed Asset Tax 


The crisis that in recent years has 
been periodically caused in Philadelphia 
by passage of and threats to pass a city 
tax on the assets of home town mutual 
life and mutual fire companies and mu- 
tual savings banks has again been safely 
passed. The city council passed a bill 
imposing a 4 mill tax on the assets of 
such companies, but Mayor Wilson ve- 
toed the measure and stated that as long 
as he is mayor he will never approve 
such a tax. 


Companies Threaten to Move 


As in the past, the mutual life com- 
panies came to the front with threats 
to move out of the city should the tax 
be imposed. The mayor announced his 
decision at a hearing attended by rep- 
resentatives of financial and civic organ- 
izations, including Philadelphia Real 
Estate Board, Philadelphia Association 
of Life Underwriters, Insurance Fed- 


‘eration of Pennsylvania, and Philadel- 


phia Chamber of Commerce. 

Shortly after the hearing started the 
mayor interrupted the Penn Mutual 
Life’s counsel, Robert Dechert, and 
said, in part: 

. “We are very proud of our insurance 
companies. We do not want to lose 
them. We realize that you are in a se- 
rious competitive situation, and that you 
would be forced to amend your charters 
to provide for home offices outside of 
Philadelphia. . 

Couldn’t Be Collected 


“I realize there is no sense in voting 
a tax you éan’t collect. It is quite evi- 
dent that you-:cauld not pay the tax, 
therefore we could not colléct it. I ap- 
preciate your cooperation, and I shall 
see that the bill is recalled at next 
Thursday’s meeting of the council.” 

While the agitation had been going 
on, various Pennsylvania, New Jersey, 
and Delaware cities, also Hartford; ‘had 
sent removal jnvitations to the compa- 
nies, with promises of exemption from 





Boston Business Institute 


Is Established by Crobaugh 


C. J. Crobaugh has established the 
Boston Business Institute in Boston, be- 
ing a modern school designed to give 
practical and personalized training for 
young men contemplating business ca- 
reers. He will give much attention to 
the insurance training department. Mr. 
Crobaugh will take personal direction of 
the insurance work. He was formerly 
assistant professor of insurance at Indi- 
ana University and at one time was chiei 
of the policyholders service bureau of the 
U. S. Chamber of Commerce. He acted 
as supervisor of educational extension 
for the Aetna Life for a number of 
years. He has conducted educational 
training courses for a number of con- 
panies. He is author of some standard 
insurance textbooks. 








such taxation as the Philadelphia coun- 
cil had proposed. Camden offered to 
lease its over-size city hall ta the com- 
panies. 

During the last week the companies 
jointly described the situation in Phila- 
delphia newspapers, in advertisements 
whose caption was “We Do Not Wait 
to Leave Philadelphia.” Commissioner 
Hunt voiced objection to the propose 
tax. 


Distribute New Indiana Laws 


The Indiatia department is distributing 
a supplement to Indiana insurance laws, 
containing all new enactments an 
amendments passed by the 1937 legisla- 
ture. Included in this pamphlet is the 
new occupational disease act and a No 
tation on gross income tax pertaining 
to Indiana companies. Also in the pam 
phlet is the’ amendment to the state re 
taliatory. law, which is described 4 
really having teeth. It would bar from 
Indiana companies of any state which 
refuses admission of an Indiana company 
that-has been approved by the Indiana 
department, ; 


~ 
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Plans Are Announced for 
Claim Association Meeting 
a aT SWAMPSCOTT, SEPT. 13-15 
; Report on Foreign Investigation to Be 
— Featured—C. E. Anstett, New York 
—{ 60% Life, Preparing Program 
58% g 
" The annual meeting of the Interna- 
% > tional Claim Association will be held at 
7] the New Ocean House, Swampscott, 
| 54%  Mass., Sept. 13-15. D. R. MacKenzie, 
"assistant secretary Manufacturers Life, 
| 52% - Toronto, is president. 
> It is expected that the convention this 
| 50% " year will surpass all previous ones in 
attendance. In accordance with the 
| 48% ~ overwhelming vote of the “program bal- 
f >) jot” it will be another working conven- 
46% tion. C. E. Anstett, New York Life, 
») chairman of the program committee, is 
> completing plans for an interesting and 
profitable business program. Names of 
rd also [em the speakers and their subjects will be 
on ia announced shortly. P. E, Tumblety, Co- 
lumbian National Life, is chairman of 
not as the entertainment committee. : 
he rise Present membership totals 159. Addi- 
e ratio fe tional companies are joining each year, 
he rise |) there being three so far in 1937, reported 
al rise [em >y W. A. Dennis, Prudential, chairman 
yercent pm of the membership committee: First Na- 
1e rise |) tional Indemnity, Omaha; Philadelphia 
' Life, and Home Life of Philadelphia. 
ropped Discuss Foreign Investigations 
aa '— At this meeting will be presented the 
; year fam report of the committee on foreign in- 
,rtalit vestigations, of which | W. W. Rehn, 
y Provident Mutual Life, is chairman. The 
1e edi. [) function of the committee has been to 
t, pub- | gather from the various member com- 
vin ) panies the names of foreign reporting 
y agencies and individual contractors which 
they have been using in obtaining claim 
reports in foreign countries, correlate 
such information and present it to all 
augh member companies of the association. 
The committee has already furnished 
member companies with these names. 
dd the Although readily conceded that claims 
yn, be- investigation by the agencies and bu- 


4 = ° * . . . . 
> give —  ‘reaus specializing in this foreign service 





ig for to insurance companies has been much 
ss ca | improved in the United States and 
ion to — Canada in recent years, it was the pre- 
t. Mr. — ailing opinion that the association take 


an active interest in this subject, so that 










ion of B ; : g 

‘merly eventually foreign claim reports would 

lal ', approach the high standard of those 

apres - made closer to home. 

of the Other Committee to Report 

—_ Other committee chairmen are: Hotel 

Seb 5 and accommodations, T. W. Hislop, 
Great Northern Life; legal, Herbert 


Adam, Penn Mutual Life; medical, Dr. 
W. B. Smith, Connecticut Mutual Life; 


New York; auditing, H. H. Shomo, 
American Casualty. 

Besides President MacKenzie the offi- 
cers are: Vice-president, D. J. Reidy, 
Guardian Life; secretary, L. L. Graham, 
Business Men’s Assurance; treasurer, 
F. L. Templeman, Maryland Casualty; 


anies . ; t 
Phila- chairman executive committee, A. G. 
nents ankhauser, Continental Casualty. 


— Michigan Department Action 


a 
| 


press, H, P. Gallaher, Mutual Life of. 


cy 


nosed The Michigan department has notified 
one or two companies writing partici-, 

pating insurance in the state that they: 

“a must adhere strictly to the pravisions of 
section 7, chapter 4, part 2 of Act 256 
uting of the public acts of 1917 as amended, 
laws, which specifically prohibits estimating 
and uture dividends to accrue under any 
visla- Participating insurance contract.. For in- 
; the Stance, in one company there was a re- 
1 No- tirement income proposal formed and 
ining While a footnote covering the plan stated 
pam- that it is based on present dividend: and 
e re- interest scale, the setup of the form, the 
1 as department held, would indicate to the. 
from Prospect that the amount shown was 
shich more or less guaranteed. Therefore the 
pany department says that the proposal must 
jiana clearly indicate that there is no guar- 


antee whatever but merely estimates. 


up. 








Great-West Life Reports 
Big Increase in Half Year 








EARL M. 


SCHWEMM 


A 10 percent increase in number of 
sales, 7 percent increase in placed new 
business and substantial gain in business 
in force, are reported by the Great-West 
Life in the first six months. The total 
business in force is over $581,500,000. 
Agents submitted 10,172 applications for 
new insurance as compared with 9,219 
curing the first half of 1936, business in 
force gained $6,000,000, of which $1,500,- 
000 was in June. 

The Chicago agency under Manager 
Earl M. Schwemm led in production for 
the year to date, with Detroit, under 
Manager A. P. Johnson, a close runner- 
A close third is Winnipeg under 
Manager C. F. Dunfee, which is the 
leading Canadian branch in point of busi- 
ness production for the year to date. 

Cohn of Detroit is the leading 
agent, with F. J. Ritchie of Brantford 
second. A. H. Thorndycraft, Winnipeg, 
was leading agent in June. 

Improving general conditions in the 
United States and Canada were credited 
with the increased business production. 


Public Health Contest Started 


Nearly 300 chambers of commerce are 
actively participating in the inter-cham- 
ber city health conservation contest ‘con- 
ducted by the Chamber of Commerce of 
the United States and the American 
Public Health Association. Cities par- 
ticipating this year have a population of 
approximately 25,000,000, nearly half of 
the total urban population of the coun- 
try. Purpose is to further development 
of sound municipal health work and to 
stimulate improvement in community 
health services through cooperation of 
business organizations and others in- 
terested in health work. 

A city entering the contest appoints a 
chamber of commerce public health 
committee which is representative of the 
city’s various interests. The committee 
includes representatives of business and 
industry and has professional representa- 
tion. It cooperates with local health, 
educational, and civic agencies. 

Communities in the contest are graded 
on basis of safety and distribution of 


-public water supply; safety and ade- 


auacy of sewage disposal; quality :and 
protection of milk supply; extent to 
which children are safeguarded against 
diseases for which definite protection is 
available; effectiveness with which the 
city provides for health of school chil- 
dren; success of the city in controlling 
and preventing communicable diseases, 
extent to which:community efforts have 
‘established effective means to prévent 
maternal and infant deaths. 


May Resubmit Michigan - Act 
LANSING, MICH, Jity:2%—Fhe 


i 


Michigan legislature .may be. givén- the. 
“' opportunity to amend a measure whic 


has drawn protests from the organized 
life agents of the state. With a special 
session assured, Governor Murphy has 
the choice of either: vetoing the act, a 
general blanket exemption of all life in- 
surance benefits from garnishment, at- 
tachment or other creditor processes, or 
delaying action until an abjectionable 
provision is removed. The objectionable 
feature is the failure to except annui- 
ties. It was pointed out in a letter to 
the governor by H. B. Thompson, coun- 
sel for the Michigan Life Underwriters 
Association and the Qualified Life Un- 
derwriters of Detroit, that much dam- 
age could be done the institution of life 





insurance under such a law since per- 
sons wishing ta evade just debts could 
invest their assets in annuities and ig- 
nore -creditor claims. 


Farm Managers Go on Tour 

Managers of farm properties owned 
by life companies in Minnesota are on 
their annual summer tour this week. 
They will visit a group of outstanding 
large farms in southwestern Minnesota 
where they will study weed control, 
crops, fertilizers, building repairs and 
construction. J. W. McNary, Minnesota 
farm manager for the Metropolitan Life, 
is president of the organization. 








ur 


5-way Policy . 
insuring against Sick- 
ness, Accident, Acciden- 
tal Loss of Limbs or Sight. 
Old. Age and Death, 
(with Four out of Five 
Payments going to 
LIVING policyholders), 
offers the complete cov- 
erage that people are 
buying and that agents 
are selling. Send for 
“PROOF”... our latest 
5-way circular. 


Uf 


GANT 


SHEL PALIT. 








12 


THE NATIONAL UNDERWRITER 





July 23, 1937 











Eprirorr1at CommenrT 








An Outlook More Roseate 


THE reports of the half year’s new life 
insurance that is being given by com- 
panies in THE NATIONAL UNDERWRITER is 
rather gratifying because it shows a 
march upward. This is the first time 
when there are more plus signs than 
minus. There seems to be a definite 
upward swing in praduction. Compa- 
nies have been confronted with aggra- 
vating problems, with heavy lapses be- 
cause of the economic and business sit- 
uation. 

Evidently with family budgets being 
adjusted there is more being allotted to 
the purchase of insurance. 


The AssociaATION OF LIFE INSURANCE 
PRESIDENTS in its report for June shows 
an increase for the fifth consecutive 
month. The total increase for the six 
months was 8.9 percent more than the 
corresponding period of last year. June 
showed a 7.4 percent increase. January 
showed a decrease of 1.6 percent while 
February came on with a nice increase 
of 7.5 percent. With this better show- 
ing in the business agerits are encour- 
aged, they are putting more punch and 
power into their canvass, they are be- 
coming more enthusiastic and the out- 
look is certainly more roseate. 


Use of Postdated Checks 


In AN excellent paper read before the 
Cuicaco Lire INSURANCE LAWyers CLUuB, 
Attorney Witt1AM S, ALLEN reviewed a 
recent case in which a life company was 
held liable because the assured had paid 
his premium at the end of the grace pe- 
riod with a _ post-dated check, even 
though the check had failed to. clear 
after the designated date and had been 
returned to the assured before he died. 
After an illuminating discussion of this 
and other cases on the matter, Mr, AL- 
LEN comes to a conclusion which should 
be obvious to every business man: 
“Don’t accept post-dated checks.” 

Even lawyers have been surprised at 
courts holding that a post-dated check 
can bind an insurance company as much 
as a note, and even more so at the hold- 
ing that a post-dated check which is nat 
paid on presentation binds a company 
to a much greater extent than a cur- 
rent dated check which “bounces.” 
However, apart from any legal aspect 
of the situation, every thinking person 
will realize that it is bad business to 


play around with post-dated checks. 
The trauble is the ordinary solvent per- 
son does not give checks of this type. 
When a man gives a post-dated check, 
it is a pretty good indication that he is 
in financial straits. True, accepting the 
post-dated check is much simpler than 
taking a note or simply an oral prom- 
ise to pay and then endeavoring to make 
the collection at the date promised—if 
there are funds. However, that “if” is a 
mighty big factor and the court deci- 
sion cited by Mr. ALLen should force 
any one to the conclusian that it is not 
worth the risk. 

Life insurance is a cash business and 
post-dated checks have no part in a 
business of this type. A note seems to 
be a far more honorable way of tiding 
aver a temporary shortage of funds, On 
the other hand, if the shortage is not 
temporary but chronic, every one is ul- 
timately better off if the agent, even at 
a passing sacrifice, ceases to do business 
and directs his attention ta those with 
the capacity to pay, now. 


A Practical Yardstick 


THE DEFINITION of agent training, as 
given by Supervisor T. M. Stoxes of the 
METROPOLITAN Lire’s division of field edu- 
cation and sales promotion, as “bringing 
about continuous and progressive improve- 
ment in the work of the agent,” accepts 
a practical measuring stick for educational 
work in the field and removes from the 
field of controversy the question of the 
value of educational work. 

Many of the details in the comprehen- 
sive training program outlined by Mr. 
StToKES at the recent managerial school of 
the Lire INsuRANCE SALES RESEARCH Bu- 
REAU, have already been put into practice 
hy individual general agents and managers. 
All five of the major points are more and 
more widely conceded to be essential to 
successful educational work. Because of 


the familiarity of the various component 
parts of. Mr. Sroxes’ plan there is danger 
that the essential element will be over- 
looked: that educational progress must 
contain not merely one or even merely 
all of the five factors developed to their 
full extent. 

The five factors, each of which must be 
coordinated with the others and fairly ap- 
plied are first, the imparting of essential 
information; second, teaching skills; third, 
motivating the agent; fourth, supervising 
his activities ; and fifth, analyzing his weak- 
nesses, his needs for training, and his 
progress so that each successive step in 
his training, which should be continuous, 
can be intelligently planned. 

The system laid down by Mr. Stokes 
leaves no room for alibis, provided the 





agent has the slightest spark of aptitude 
for the production department of the 
life insurance business. 

Probably the most important of Mr. 
STOKEs’ five points program is motivation, 
for it enters into all the other activities. 
It does no good to impart information to 
an agent who is not motivated to absorb 
it. Likewise, in the teaching of skills, the 
agent must be motivated to the point where 


his attitude is cooperative: The same ap. 
plies to supervision and to analysis of the 
agent’s weaknesses and needs for train. 
ing. 

By making results the measure of edy. 
cation’s success, such a system sets a hard 
task for the life insurance educator but, 
on any other basis than mere wishful 
thinking, the only one from which req 
progress can be expected. 


Need for Young Men of Promise 


In pAys gone’ by, there was a real de- 
mand for outstanding, able and promising 
graduates of colleges. Representatives of 
different enterprises would go to seats of 
learning along in January, and endeavor to 
make a survey of the best material in the 
senior class. The depression came and 
instead of putting on more employes there 
was a sharp decimation in the ranks, 

Now there is a growing demand for 
likely, all-around young men who are po- 
tent and ambitious. Unfortunately there 
has not been fed into the insurance stream 


during the last few years sufficient young 
men who should at this particular time 
be very useful and sufficiently seasoned, 
This is forcing companies to cast about 
to get experienced material. Young men 
of fine judgment, good personality and 
who seem to have in them the elements 
of growth are in demand. Whenever we 
overlook the duty of constantly building 
an organization and keeping young me 
in training the business itself shows a de- 
cline. There should always be room for 
young men of the right type. 








PERSONAL SIDE OF BUSINESS 





Willard Ewing, Kansas City general 
agent of the Provident Mutual, has a 
new son, Walter Scott. 

Charles F. Nettleship, vice-president 
Colonial Life, has sailed for an extended 
trip through Scotland and England, dur- 
ing which he will visit many old friends. 
He is accompanied by his son, Charles 
F., Jr., assistant to the president and as- 
sistant secretary. 


Mrs. Jewell J. Preston, outstanding 
woman producer for the John Hancock 
Mutual Life at Cincinnati, died there, 
following a short illness. She entered 
insurance in the fall of 1930 as an agent 
in the W. B. Ackerman agency at Cin- 
cinnati. Less sucessful in her first year 
than she had hoped to be, she decided 
in planning her second year to concen- 
trate on women clients. The result was 
that she wrote $250,000 that year all on 
women clients, and during her six years 
in the business she built up a remarkable 
clientele of business and_ professianal 
women in and around Cincinnati. 

Dudley Gray, assistant agéncy secre- 
tary of the Travelers at the home office, 
spent some time on vacation with E. B. 
Dudley, Chicago branch manager, at the 
latter’s summer home near Pipestone 
Falls, Minn. Mr. Dudley’s place is on 
an island. He will remain there the 
rest of July. 


C. E. Isenhour, ane of the consistent 
leading producers of the Midwest Life 
of Nebraska, recently completed his 
tenth year of App-a-Week work. He 
was presented a check for $500 by the 
company. 


L. A. High, manager of the Columbus 
agency of the Ohio State Life, has re- 
turned to his duties after a honeymoon 
trip to the Pacific ‘Const. 


E. M. Kirby, manager sales promo- 
tian department of the National Life & 
Accident at Nashville, Tenn., who an- 





nounced to the Life Advertisers Associ- 
ation that he was leaving the company 
to go into another tine, now states that 


she has reconsidered and will remain in 


his present post. 
George E. Lackey of Detroit, general 
agent Massachusetts Mutual and presi- 


dent Michigan State Association of Life F 


Underwriters, has been elected a direc- 
tor of the Detroit board of commerce. 
While he was a general agent at Okla- 
homa City he was a director of the 
chamber of commerce there and was its 
national councillor in the U. S. Chamber 
of Commerce. 


O. O. Orr, manager of the ordinary 


agency of the Prudential at San Fran- 
cisco, celebrated his 30th anniversary 
with the company on July 15. He was 
assigned to the San Francisco office in 
1910 after being in charge of the Der- 
ver office, his territory including Wyom- 
ing, western Nebraska and_ western 
South Dakota. 


In the absence of A. L. Jeter, agency 
organizer for the E. D. Wilson agency 
of the Mutual Life of New York at 
Richmond, Va., on vacation, members 
of the agency wrote 50 applications for 
$200,000 in honor of his completing his 
first year as agency organizer. 
after his return, Mr. Jeter entered a hos- 
pital in Richmond for an appendectomy. 


H. H. Bandy, 46, , former president of 
the Montgomery ‘(Ala.) Life Under- 
writers Association and an agent of the 
New York Life for more than 20 years, 
died at a Montgomery hospital. He was 
a member of one of the New York Life's 
top production clubs. 


W. H. Pierson, 79, died at his sum- 
mer home in Pompton Lakes, N. J., after 
an illness of five months. He had served 
more than 50 years with the Provident 
Mutual Life and in point of service was 
its oldest active agent. He was with the 
A. F. Gillis agency in’ Newark. Mr. 
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Pierson had spent his entire insurance 
career in New Jersey and had served 
ynder three general agents. He was a 
famous organist in his younger days. 
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Harvey Peacock of St. Joseph, Mo., 
has represented the Northwestern Mu- 
tual Life there for 30 years. He signed 
his first contract with the western Mis- 
souri agency July 11, 1907, and has been 
selling in Buchanan county ever since. 

R. H. Brand, executive vice-president 
Great American Life, San Antonio, Tex., 
is being honored by his associates and 
the field force of the company in honor 
of his birthday, July 13, when record 
volume was written. 

George S. Williams, 68, for 34 years 
with the Prudential and the past 
28 years home office inspector for the 
New England territory, died in Montreal 
while returning from the Shriners con- 
vention. Earlier in life he had served as 
agent and assistant superintendent in 
Boston. 


Entire Proceeds Taxable 


The entire proceeds of business insur- 


\ ance policies are subject to the Wiscon- 


sin inheritance tax, the Wisconsin state 
tax commission has ruled following a 


"recent decision of County Judge Sheri- 
> dan of Milwaukee in a case involving the 


‘estate of Ludington Patton, vice-presi- 


dent Pittsburgh Plate Glass Company, 
who died in 1934. 
Patton was president of Lodgewood 


» Company, a Delaware holding concern. 
> That company carried insurance of $131,- 


609 on Patton. 
Attorneys for the estate contended 


D that taxes were due only on the $43,000 


eneral 
presi- F 
f Life F 


direc- 


nerce, F 
Okla- F 
f the 
as its 
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cash surrender value of the policy. The 


» difference, they argued, represented the 


company’s loss of services as a result of 
Patton’s death. The court, however, ar- 
gued that receipt of the full amount of 
insurance proportionately increased the 
value of the stock. 














NEWS OF THE COMPANIES 





Federal Reserve's Lien 50% 


Judge Phillips Sets Initial Policy Equity 
After Survey by New 
Receivers 








KANSAS CITY, July 22.—Federal 
Judge Phillips has approved the report 
of receivers for the defunct Federal Re- 
serve Life that an initial lien of 50 per- 
cent against the net equities of Federal 
Reserve policies be placed by the Occi- 
dental Life, reinsuring company, as of 
May 22, 1936, date when the receivership 
was instituted. 

Judge Phillips at the same time estab- 
lished a reserve of $172,511 for receiver- 
ship and other expenses authorized by 
the court. 

The co-receivers, C. W. Miller and 
R. C. Lindsay, approved the recommen- 
dations concerning the lien and the ex- 
pense reserve which were made by W. 
R. Baker, former receiver, to Federal 
Judge Hopkins, from whose jurisdiction 
the federal appeals court at Denver re- 
moved the case this spring. They 
adopted, after a test, his computation of 
impairment, recommendation as to lien, 
etc. 

The co-receivers examined Mr. Bak- 
er’s report, and made an additional inves- 
tigation of their own as to the Federal 
Reserve’s assets and liabilities. They 
made test valuations of real estate cov- 
ered by Federal Reserve mortgages in 
Montana, Missouri, South Dakota, Ne- 
braska, Indiana, New Mexico and Kan- 
sas, in addition to a thorough checkup 
on valuations of Detroit, Mich., prop- 
erties. The results of these tests give a 
total less than that of Mr. Baker, and 
therefore less favorable to policyholders 
than the Baker report. 

The receivers audited mortgage valua- 
tions and found them correct. 











CENTRAL LIFE 


INSURANCE COMPANY 
OF ILLINOIS 


A Legal Reserve Company 





Founded 


in 1907 











ALFRED MAC ARTHUR, President 
220 NORTH MICHIGAN AVENUE 
CHICAGO, 


ILLINOIS 




















Report Is Made on Hercules 





Convention Examination Brings Out In- 
teresting Facts in Connection with 


Sears, Roebuck & Co. Company 





A convention examination has been 
made of the Hercules Life of Chicago, 
the Sears, Roebuck & Co. institution, 
the states participating being Lllinois, 
Arkansas, Iowa, Ohio and Washington. 
The examination was as of Dec. 31. The 
assets are $33,384,342, capital $500,000, 
net surplus $497,247. The report says 
that the company’s cash position is 
ample for current operating require- 
ments and surplus funds are invested in 
liquid securities. The business of the 
National Life, U. S. A., which was taken 
over by the Hercules, has been admin- 
istered and managed along sound and 
conservative lines, the report says. The 
provisions contained in the reinsurance 
agreement have been adhered to in each 
respect. During 1936 approximately 9.45 
percent of the insurance renewed was 
paid for in cash and the rate of termina- 
tion exclusive of deaths and maturities 
was approximately 5.25 percent. The 
lien placed on National, U. S. A., poli- 
cies is being reduced gradually. The 
report says that claims are settled 
promptly with fair and equitable treat- 
ment accorded ta beneficiaries. 


Writes Only Participating Policies 


The Hercules issues life insurance on 
the participating plan, the male risks 
between 15 and 60 and female between 
15 and 55. A limited number of accident 
and health contracts which were issued 
in conjunction with the National Life, 
U. S. A., policies still remain in force. 

The company maintains 49 branch ot- 
fices. Ten of these are for the most 
part maintained in connection with the 
conservation of the National Life, U. S. 
A., business. The company has 137 
agents actively engaged in production. 
In addition business is also solicited by 
direct mail. Last year the direct mail 
business amounted to about 18.3 percent 
of the total. In the Hercules Life itself 
there was $5,008,603 new business writ- 
ten last year and there is $8,913,177 in 
force. In 1935 there was $4,072,464 
written and there was $4,797,964 in 
force. In the National Life, U. S. A., 
fund there is $125,067,961 in force as 
compared with $134,388,787 the year 
previous. The mortality ratio on the 
Hercules was 38.57, the ratio of first 
year commissions to new premiums 
23.96 and renewals 5.17. The mortality 
ratio in the National Life, U. S. A., was 
72.72. 

Commissions Paid 


Maximum first year commissions on 
general agents’ contracts range from 50 
percent for ordinary life ta 35 percent 
for five year term and maximum renewal 
commissions 124%4 percent for two years 
and 7% percent for seven years. The 
renewal commission on term insurance 
is 74 percent for four years. Individual 
agents’ contracts provide for maximum 
first year commissions of 40 percent 
with no renewals and a salary of $37.50 
a month. In some cases renewal com- 
missions are paid in lieu of the salary 
and in others the agent is employed on 
a salary basis with no commission. 

The Hercules has paid no dividends 
on its stock since organization. 





Detroit Life Receivership 
Row Becomes Complicated 


LANSING, MICH., July 22.—Inves- 
tigation of the proceedings which re- 
sulted in both state and federal receiver- 
ships for the old Detroit Life failed to 
reveal to Attorney-general Starr, any 
basis for the assumption of jurisdiction 
by the federal court and the subsequent 
transfer from the receiver originally 
named by the Ingham county circuit 
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court here, according to a brief filed by 
Starr with the state supreme court. 

Starr suggests that Commissioner 
Gauss and himself seek to restore the 
state court jurisdiction. He filed the 
brief at the court’s request in connection 
with a proceeding brought by a policy- 
holder of the old company appealing a 
decision of the Ingham court denying 
his petition for intervention. 

Starr states that every step in the 
original receivership proceeding in the 
Ingham court followed the letter of the 
law. If the federal court is to be al- 
lowed to wrest a receivership from a 
state court+which has taken jurisdiction, 
a confused situation is created. 

Starr contests the arguments pre- 
sented in another brief filed by the group 
that gained control of the business 
through the newly organized Life of De- 
troit which bought the Detroit Life’s as- 
sets on the authority of the federal 
court. 

Unless there is a voluntary surrender 
of jurisdiction by the federal court, it is 
anticipated that the matter will wind up 
in United States Supreme Court. Those 
in control of the reinsuring company, 
the American Conservation Company of 
Chicago, who were active in obtaining 
transfer of the receivership to federal 
court, have indicated they will fight the 
present move. State officials interested 
in reestablishing what they deem to be 
the proper jurisdiction of a state court 
are equally adamant. 





Paying Federal Union Claims 


The Ohio department is paying death 
and disability claims against the Federal 
Union Life in the order in which they 
were filed, in compliance with the in- 
structions of the court. The department 
hopes to raise all moneys due the com- 
pany and after the claims have been 
paid, either reinsure it or turn it back 
to its stockholders. 





Reinsures Canadian Business 


TORONTO, July 22.—The agreement 
for reinsurance of Canadian business of 
the United States Life was approved by 
the Confederation Life stockholders at 
a meeting there. The United States 
Life secured a dominion license in 1873 
but has not been active for some time, 
having only 142 policies amounting to 
$453,905 in force in Canada at the end 
of 1936. A. H. Tessier, Toronto, has 
been in charge of its Canadian affairs. 





| Producers Life Promoted 


The Producers Life in the Wilson 
building at Dallas, which is now being 
organized on a legal reserve basis, will 
write only participating insurance. The 
manager is H. L. Barber. 





To Liquidate Defunct Insurer 


Since the Missouri department has 
been unable to find a company that will 
reinsure the business of the defunct Mis- 
souri National Life of St. Louis, that 
company is to be liquidated. It had 
about $400,000 of industrial business. 


G. D. Davis Promoted 


The Penn Mutual Life has appointed 
G. D. Davis assistant to the vice-presi- 
dent in charge of agency affairs. He 
joined the Penn Mutual Oct. 1, 1928, as 
supervisor of Illinois territory outside of 
Chicago of the Frank H. Davis Agency 
in that city, he being a brother of Frank 
H. He was transferred to Denver as 
assistant general agent April 1, 1929. 
He became a unit manager in the John 
A. Stevenson Agency in Philadelphia 
Jan. 1, 1933, and manager of field re- 
search in the underwriting department, 
Sept. 1, 1933. The field research bu- 
rea was transferred to the agency de- 
partment in 1934, Mr. Davis continuing 
in charge as well as having an active 
part in field training schools. 








The National Aid Life of Oklahoma 
City has reinsured the Lone Star Mutual 
of Brenham, Tex., and the Williamson 
County Mutual of Georgetown, Tex. 











LIFE AGENCY CHANGES 





Jackson Given Boston Post 
by Lincoln National Life 


H. W. Jackson has been appointed 
general agent for the Lincoln National 
Life in Massachusetts. He will main- 
tain general agency offices in Boston and 
plans for the expansion of the agency 
throughout its territory are already un- 
der way. 

Mr. Jackson, a former naval officer, 
has had wide experience in the business 
involving both personal production and 
managerial duties. His first connection 
was with the Equitable Life of New 
York where, in addition to establishing 
an average personal production of more 
than $250,000 every year, he was suc- 
cessful in recruiting many good produc- 
ers. Mr. Jackson has up until his con- 
nection with the Lincoln National, been 
assistant manager of the Boston branch 
office of the Connecticut General Life 
where his duties involved agency pro- 
motion, recruiting and control of bro- 
kerage. In addition Mr. Jackson last 
year held second position in the entire 
agency in Boston as personal producer. 








Take on Reliance Life 


Gregory & Appel, Indianapolis fire 
and casualty agency, has opened a life 
department and has taken a_ general 
agency of the Reliance Life. Paul A. 
Cornelius has been appointed manager 
of the life department, resigning as su- 
pervisor in the Indianapolis office of the 
Aetna Life, with which company he has 
been connected since 1923. He had been 
selling life insurance for two years prior 
to that connection. 

R. C. O’Connor, manager of the Re- 
liance Life’s Cincinnati department, 
which has jurisdiction over half of Ohio 





Jefferson Standard Life 


Names Hearle in Atlanta 








P. H. HEARLE 


P. H. Hearle is the new manager of 
the Jefferson Standard Life’s Atlanta 
office. He was formerly general agent 
of the Phoenix Mutual Life at Syracuse, 
N. Y., and previous to that was an At- 
lanta resident, being cannected with the 
Remington-Rand Company. He will 
have supervision of 33 counties. 

A second branch office in Georgia has 
been opened at Savannah, I. H. Gantt 





having been transferred there. 





and Indiana, was in Indianapolis com- 
pleting details for the new department. 


Takes Both Kansas Cities 


A. D. Nordberg has been appointed 
general agent of the Yeomen Mutual 
Life, in charge of both the Kansas City, 
Mo., and Kansas City, Kan., offices. He 
has been with the Yeomen Mutual since 
1930, and for the past two years has 
been in charge of the Kansas City, Kan., 
office. He began his insurance career in 
1912. He has been a member of the 
Yeomen Mutual’s weekly production 
club since its inception, and is also a 
member of the Pioneer Club. 


Take San Francisco Office 


G. T. Carmona has been appointed 
San Francisco manager of the Acacia 
Mutual Life. His territory extends to 
Monterey and he succeeds W. W. Ickes, 
who has entered the oil business. Mr. 
Carmona was Oakland manager of the 
Occidental Life until he joined the Aca- 
cia Mutual. Last year he: produced for 
the former company in his district $2,- 
000,000. 


Valentine to Occidental 


J. J. Valentine has been appointed 
manager of the San Francisco office of 
the Ocidental Life of California. He 
is a native of San Francisco, for several 
years has been one of the leading pro- 
ducers in the bay area. He has been 
with the Equitable Life of New York 
there for 18 years, recently as unit man- 
ager. 














Joins United Endowment 


Vice-president J. L. Mee of United 
Endowment Foundation, 52 Vanderbilt 
avenue, New York, has appointed J. W. 
Paul as district manager for northern 
Connecticut, with headquarters in Hart- 
ford. Mr. Paul has been a successful 
life insurance man for several years in 
northern Connecticut. At one time he 
was a well-known athlete in the middle 
west, and after graduation acted as foot- 
ball coach for Butler University at In- 
dianapolis. 





Tatum Is Portland Manager 


F. A. Tatum has been appointed Port- 
land, Ore., manager of the Manufac- 
turers Life. He was formerly with the 
Equitable Life of New York. 


Langstaff with Continental 


The Continental Life of Toronto has 
appointed M. |P. Langstaff manager at 
Hamilton, Ont. He was formerly in the 
actuarial department of the Continental, 
later becoming actuary of the Dominion 
Life. Then he entered field work, as- 
sisting in forming the Empire Life, of 
which he was manager for 10 years. In 
recent years he has been in agency work. 


Name Nelson Brothers 


Nelson Brothers have been appointed 
general agents at Cedar Rapids, Ia., for 
the Mutual Trust Life. The principals, 
Wade H. Nelson and Reed C. Nelson, 
have been in the life insurance business 
since 1930. They have been associate 
general agents for the Penn Mutual Lifé 
at Cedar Rapids in connection with the 
Waterloo office. 





Made Supervisor of Production 


Adam Rosenthal, recently elected pres- 
ident of the Life Underwriters Associa- 
tion of St. Louis, has been appointed 
supervisor of production for the Strat- 
ford Lee Morton agency of the Con- 
necticut Mutual in that city. Mr. Rosen- 
thal is giving up personal production to 
devote his entire time to his new duties. 


Webber Joint General Agent 


Paul Webber, assistant general agent 
of the Lincoln National Life in San 
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Veteran Chicago Man Is 
Associate General Agent 
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JOHN MURPHY 


John Murphy, educational director in 
the Bokum & Dingle general agency of 
the Massachusetts Mutual, Chicago, for 
several years and connected with that 
company for about 23 years, has been 
appointed associate general agent by the 
New England Mutual in the Kansas 
City office under General Agent E. G 
Mura. He has already taken his new 
post. 

Mr. Murphy has had more than 30 
year’s life insurance experience at one 
time for four or five years having been 
superintendent of agents of the Colum- 
bian National in the western division. 
He started with the Massachusetts Mu- 
tual at St. Louis under General Agent 
Warren Flynn. 

Later he was connected with the Kan- 
sas City general agency. Mr. Murphy 
went with Bokum & Dingle about eight 
years ago, for five years being a super- 
visor. He is possessed of a wealth of 
lore on life insurance and is a master 
of life insurance calculations and un- 
usual methods of presenting insurance. 
Mr. Murphy’s development came during 
the period of great rate competition. He 
has acquired a remarkable facility for 
quoting the rates, dividends and values 
of almost any campany without refer- 
ring to the rate book. 








Francisco for several years, is to become 
joint general agent with Frank H. 
Sleeper, under whom he has served as 
assistant. Hereafter the agency will be 
conducted under the name of Sleeper & 
Webber. 


Neill Goes to Buffalo 


James C. Neill, Jr., assistant cashier 
for the Aetna Life in Chicago, has been 
made cashier of the Buffalo office, J. W. 
de Forest general agent. For nine years 
Mr. Neill was in the home office at 
Hartford. 


Aetna Life at Erie, Pa. 


Edgar R. Wood has been made _dis- 
trict manager of the Aetna Life at Erie, 
Pa. He has been in life insurance since 
1924, recently with the John Hancock 
in Niagara Falls. He will be connected 
with the J. W. de Forest agency in But- 
falo. The Erie offices are in the Marine 
Trust building. 


New N. J. Law on Annuities 


A new law has been signed by Gover- 
nor Hoffman of New Jersey which pro 
hibits all but insurance companies 
issuing annuities involving life contin- 
gencies. The law was approved by life 
insurance men throughout New Jersey: 








Oscar Ayala has been appointed mana- 
ger of the new Tampa branch of Jeffer- 
son Standard Life. 










| CS 





centage 
that ty 
'as men 
also mi 
indicati 
regular 
The cc 
© qualify; 
The 
crease 
months 
Fover t 
) precedi 


An 


New 
of the 
nounce 

4 City a 

Pres 
Presid 
dent; 
preside 

Leas 
Presid 
Presid 
Presid 

All. 
except 
Detro; 


I 


The 
| Union 
in Ka 
Jeron 
Winte 
cies, 
tuary. 
















July 93, 1937 





LIFE INSURANCE EDITION 


Leet 
uw 

















L 





IFE SALES MEETINGS 









Hildebrand Leaders Club Head 


Illinois Bankers Life Reports Big In- 
crease in Membership—Meets in 
Chicago, Aug. 23-25 






















The Illinois Bankers Life of Mon- 
mouth, Ill, reports 100 percent member- 
ship increase in its Leaders Club. It 
jl hold its annual convention at the 
Edgewater Beach Hotel, Chicago, Aug. 
53-95, F. L. Hildebrand, general agent in 
<ansas City, Mo., won the presidency 







































F. L. HILDEBRAND 


Hover C. N. Kibble of Akron, O. E. A. 
Reese of South Bend,, Ind., one of the 
Soldest agents in point of service, made 











Kan- Jan outstanding record in number of 
urphy — lives insured, winning the vice-presi- 
eight dency, with a total of 237 applications. 
uper- EE. P. Bock, Cape Girardeau, Mo., 
th of JR) won the vice-presidency of the commer- 
raster fF cial division of the accident and health 
| un- (department for the second year in suc- 
‘ance, J cession, with 440 applications. G. A. 
uring Weaver of Indianapolis was named vice- 
1. He [President of the intermediate division of 
y for [the accident and health department, 
alues J based on increase in business and per- 
-efer- (centage of collections. It is significant 

: that two-thirds of those who qualified 
___ & 48 members of the Leaders Club were 
—— also members of the App-A-Week Club, 
come indicating a close connection between 
iH. && ‘egularity of production and volume. 
d as JB The company has more than 70 agents 
ll be [ Walifying in the App-A-Week Club. 
er& — The company showed a steady in- 
/ crease in business for 10 of the 12 
Sonths of the club year showing gains 
F over the corresponding month of the 

; > Preceding year. 
shier 
been 
W. Announce New Ciub Officers 
“— | New officers of the production clubs 

| of the General American Life were an- 
nounced at the annual meeting in Mexico 
City as follows: 

President’s Club, James F. Halley, 
dis- President; Fred F, Sale, first vice-presi- 
crie, [ ‘ent; Thomas J. Farris, second vice- 
ince president. 
ock J Leadership Club, Claude J. Cook, 
cted President; Earl D. Sharpe, first vice- 
3 uf- President; P. J. Gibbons, second vice- 
rine President. 


. All the new officers are from St. Louis 
Xcept Mr. Sharpe, whose home is in 
5 etroit, 





ver- 
ai Home Office Men in K. C. 

tine oe W. V. Wilkin agency of the 
fife Fe non Central Life held a sales meeting 
sey. n Kansas City, which was attended by 


“ {trome Clark, vice-president; H. P. 
‘inter, assistant superintendent of agen- 
. Koeppe, assistant ac- 
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To Honor Leading Producers 


Awards to Be Made at Opening Session 
of Northwestern Mutual’s Conven- 
tion Next Week 








MILWAUKEE, July 22.—At the 
opening session of the annual meeting 
of the Association of Agents of the 
Northwestern Mutual Life here next 
Monday, company and club leaders will 
be announced by Grant L. Hill, director 
of agencies. 

With: the largest membership since 
1930, the Marathon Club shows 28 
agents qualified by writing 100 or more 
lives. For the sixth time Emmett Cow- 
ell, Red Bud, IIl., qualifies as club presi- 
dent by writing the largest number of 
lives, 250, compared with 175 for the 
previous year. He has qualified continu- 
ously for 11 years. Runner-up is W. F. 
Blohm, Milwaukee, with 180 lives, and 
third L. T. Stearn, Minneapolis, 143. 

Herman Duval, New York City, only 
charter member of the Marathon club 
with 22 years unbroken membership, is 
also the leader in volume with $1,588,350. 
Dr. C. E. Albright, Milwaukee, whose 
record is not announced but who for 
30 consecutive years led the Northwest- 
ern field force in paid-for business, was 
not a contender for the prize this year, 
having announced his retirement from 
further competition for “AA” honors 
last year. 

Five agents, Fred and Grace Nieder- 
haus, Vincennes, Ind. A. O. Sundquist, 
Sioux City, Ia.; D. E. Harris, Des 
Moines, and Lyle O’Connor, Oshkosh, 
Wis., completed five years of unbroken 
membership in the 4-L Club, requiring 
four lives a month paid-for; 47 qualified 
with unbroken membership for a year 
or longer, compared with 40 last year. 

Winners of class honors will be H. L. 
Peebles, Pittsburgh, $500,000-$750,000, 
increase 108.47 percent in production 
over three-year average; Alden Smith, 
Nashville, $300,000-$500,000, 87.96 per- 
cent increase; I. C. Renfrew, Hutchin- 
son, Kan., $200,000-$300,000, 123.33 per- 
cent increase, and K. W. Pickell, De- 
troit, $150,000-$200,000, 131.08 percent 
increase. 





John Hancock Meeting 


Plans are under way for the John 
EHlancock agency leaders’ convention, to 
be held at White Sulphur Springs Aug. 
18-20. Sessions will be presided over by 
Harry Gardiner, New York City, presi- 
dent of the General Agents Association. 
At the banquet the evening of the first 
day, President Guy W. Cox will give an 
address and hold a reception. Speakers 
for the first day’s meeting will be C. J. 
Diman, vice-president and secretary, B. 
K. Elliott, vice-president and general 
counsel, and J. Harry Wood, manager of 
general agencies, 

The program for the second day will 
consist of round table discussion on 
“Building Prestige.’ Breakfast round 
table conference the third day will be 
devoted to the subjects of “Praspect- 


ing,” “Programming,” and “Business 
Insurance.” 
Mid-South Club Meets 


Tennessee, Arkansas, and Mississippi 
agents of American United Life attended 
a three-day meeting at Biloxi, Miss., un- 
der supervision of T. D. Samuels, super- 
visor, Memphis. The men were mem- 
bers of the Mid-South Club. P. W. 
Kesler and Miss H. P. Williams of the 
home office were guests. The next meet- 
ing is scheduled for Miami Beach 
Dec. 27. 


Bankers Life Oregon Rally 


Some 26 Oregon agents of the Bank- 
ers Life of Iowa gathered at a meeting 
to welcome M. A. Link to Portland as 
he becomes agency manager for Ore- 
gon. Pacific Coast Supervisor S. Schulte, 











who has been in charge of the Oregon 
agency for the last few months, intro- 
duced Director of Agencies W. F. Win- 
terble, who in turn presented the new 
agency manager. Agency Manager 
Henry Sauers of Seattle was present and 
spoke about Mr. Link, who was formerly 
a member of the Seattle agency. 





Connecticut Agency’s Meeting 


A state-wide gathering of the Con- 
necticut agency of the New England 
Mutual Life was held in East Hartford. 
Those on the program were W. W. 
House, general agent; B. H. Scott and 
A. N. Scripture. 


Makes First Illinois Appointment 

The Midwest Life of Nebraska, re- 
cently admitted to Illinois, has named 
Carl Kness of Chadwick as_ general 
agent in his section of the state. 











INDUSTRIAL 


Richmond Agents’ Chapter Elects 


Officers of the Richmond chapter of 
the National Association of Industrial 
Insurance Agents have been elected as 
follows: W. L. Bristow, president; S. 
M. Jones, first vice-president; R. 
West, second vice-president; W. Y. 
Jester, third vice-president; R. H. Lov- 
ing, secretary; W. Hemingway, treas- 
urer. Mr. Bristow and Bruce Johnson 
were elected delegates to the national 
convention. 








Gulf Life Managers Meet 


Officers and managers of the Gulf Life 
of Jacksonville, Fla., attended the an- 
nual managers conference there, with 
President T. T. Phillips in charge. The 
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theme was “Selection and Training of 
Men.” Speakers included O. W. King, 
Tampa manager, on “Proper Selection 
and Training of Men”; V. M. Humphry, 
manager at Daytona Beach, “Six Point- 
ers for Success,” and W. A. Levie, Co- 
lumbus, Ga., manager, “Delegating Re- 
sponsibility to Superintendents.” Home 
office speakers, other than President 
Phillips, were Sumter L. Lowry, Jr., 
chairman of the board; E. L. Phillips, 
treasurer, and E. L. Phillips, Jr., assist- 
ant secretary. 


Cc F . Nettleship Honored 


President E. J. Heppenheimer of the 
Colonial Life held a business confer- 
ence over the telephone with all of the 
field force in the eastern territory to in- 
augurate “Honor Week” in honor of C. 
F. Nettleship, vice-president. 

The field men gathered at 20 points 
in New Jersey, New York and Penn- 
sylvania. Mr. Nettleship is now on va- 
cation and President Heppenheimer took 
occasion to give high praise to his work 
with the organization. 


COAST 


Benefit Outfit Denied Rehearing 


DENVER, July 21.—The petition of 
the International Service Union for a 
rehearing of its case before the Colo- 
rado supreme court has been denied. The 
court had previously upheld a decision 
by the lower courts that mutual benefit 
companies will no longer be permitted 
to operate in Colorada as non-profit cor- 
porations. 











Move Office to Oakland 


J. B. and R. J. Wilson, district direc- 
tors of the Great Western of Des 
Moines for northern California, have 
moved their offices from San Francisco 
to Oakland and plan to conduct an ex- 
tensive campaign in northern California 
for expansion of the agency force there. 


Opens San Francisco Office 


William J. Yuvan, general agent of 
the Guarantee Mutual Life, has opened 
offices at 544 Market street, San Fran- 
cisco, to take care of increased produc- 
tion in that city. Since his appointment 
two years ago, Mr. Yuvan has main- 
tained offices in Oakland. He has also 
enlarged his quarters in that city and has 
opened new offices in the Richfield Oil 
building. 


—_——_—_— 


In New San Francisco Quarters 


The Massachusetts Mutual Life held 
a formal opening of its new quarters at 
111 Sutter street, San Francisco. Visi- 
tors were greeted by John W. Yates, 
California general agent; F. J. Van 
Stralen, San Francisco manager, and 
Robert L. Woods, assistant manager. 


Must Serve Sentences 


DENVER, July 22.—C. W. Helser 
and Nicholas J. O’Hanlon, former offi- 
cials of the American Life of Denver, 
were denied probation and consequently 
must begin serving the sentences im- 
posed upon them following their convic- 
tion on charges of manipulating the 
a‘fairs of the company which resulted in 
its downfall. Helser faces a seven-to- 
five year sentence and O’Hanlon a five- 
to-three year term. The decision ended 
a two-year fight on their part to avoid 
imprisonment. 





Open with Accident—sell your pros- 
pect an accident policy to get acquainted 
and pave the way to other sales. For sales 
suggestions read The Accident & Health Re- 


view, A-1946 Insurance Exchange, Chicago. 


Sample copy 10 cents. 
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New Directors Named for 
San Francisco Association 


SAN FRANCISCO, July 22.—Direc- 
tors of the San Francisco Life Under- 
writers Association, each of whom 
serves as chairman of one of the 12 
standing committees, have been elected 
by the officers as follows: R. C. Glass- 
man, State Mutual Life, attendance; 
Paul Webber, Lincoln National, budget; 
T. A. Gallagher, Prudential, business prac- 
tice; A. K. Deutsch, Equitable of N. Y., 
civic relations; N. F. Davis, Guardian 
Life, educational; G. F. McKenna, Con- 
tinental Assurance, legislative; H. K. 
Cassidy, ;Pacific Mutual, membership; F. 
J. Curry, Penn Mutual, program; Fred 
G. East, West Coast Life, publicity; G. 
C. Nissen, California-Western States 
Life, research; J. L. Brader, Equitable 
Life of Iowa, speakers, and Mrs. Jeanette 
Van Slyke, Pacific Mutual, women’s 
committee. 

J. M. Hamill, former president, has 
been appointed national executive com- 
mitteeman, succeeding K. L. Brackett. 

More than 500 attended the preview 
of “Make Way for Tomorrow,” held 
under the auspices of the San Francisco 
association. Members through letter 
and_personal call are urging their policy- 
holders, prospects and friends to attend 
the regular showing of the picture when 
it opens later this month. 

> a 


Arizona Men on Radio 


About 30 members of Arizona Life 
Underwriters Association participated in 
a broadcast from station KOY in 
Phoenix inviting those attending the 
meeting of the National Association of 
Life Underwriters in Denver the week 
of Aug, 23 to visit Arizona on their way 
home. President N. D. Maxcy of the 
Arizona association opened the broad- 
cast and each of the others followed with 
a sentence setting forth the various at- 
tractions of the state. J. Vance Hoag- 
land was the master of ceremonies. 
Gene Buehler, secretary of the associa- 
tion, read the declaration of business 
principles of the National association. 
The broadcast was followed by a ban- 
quet and program during which Presi- 
dent Maxcy urged all to attend the Den- 
ver convention. 

* * * 


Pittsburgh—The agencies committee 
will hold a double program July 29. Mr. 
Verne Steward will conduct a seminar 
on “Selection of Sales Personnel” in the 
morning. In the afternoon a golf tour- 
nament and outing will be held at the 
Wildwood country club. 

The supervisors club of 
burgh Life Underwriters’ 
held its outing Thursday. 

*x* * * 


St. Louis—President Adam Rosenthal 
has announced the chairmen and vice- 
chairmen of important committees. At 
the new board of directors’ first meet- 
ing E. A. Pickel, Phoenix Mutual Life, 
was unanimously reelected secretary; 
J. G. Callahan, Metropolitan Life, was 
made treasurer, while Arch Moores, Na- 
tional Life of Vermont, was named na- 
tional committeeman. 
In recent weeks 232 new members 
have been added, bringing the total to 
623 the largest in history. William King, 
Mutual Benefit Life, is chairman of the 
membership committee. 

* * * 
Orillia, Ont.—The association -has been 
reorganized with these officers: Presi- 
dent, Kenneth Crone, London Life; vice- 
president, H. C. Slater, Prudential; sec- 
retary-treasurer, H. G. Davison, Confed- 
eration Life; executive committee, D. H. 
McNabb, Dominion Life, and A. C. Har- 
ris, Mutual Life of Canada. 

* * x 
Muskogee, Okla.— New officers are: 
President, J. W. Westbrooks, Metropoli- 
tan Life; vice-president, Mrs.. Lela Mae 
Gilkison, Northwestern Mutual, secre- 
tary-treasurer, J. O. Hall, Northwestern 
Mutual. 


the Pitts- 
Association 


*x* * * 
South Bend, Ind.—The association has 








Klusmeier, manager Western & South- 
ern Life; vice-president, G. F. Cooper, 
Travelers; secretary, H. L. Hodgen, 
Equitable Life of Iowa. Following in- 
stallation the association was incorpo- 
rated. Membership of 135 is an increase 
of five over last year. 
* kK Ok 
W. C. Abbey, district agent Aetna Life 
at San Angelo, Tex., becomes home office 
agency i mee 


Little Rock, Ark.—H. H. Conley, 
agency director New York Life, led a 
discussion for general agents and mana- 
gers, and R. J. Jackson, agent of the 
John Hancock, for the agents in an open 
forum dealing with important phases of 
life insurance selling. 

* * * 

Springfield, Mo.—President R. A. Sulli- 
van has appointed W. L. Coonrod, gen- 
eral agent Northwestern National Life, 
secretary-treasurer. 


Millionaires Are to Hear 
Prepared Talks at Denver 


(CONTINUED FROM PAGE 1) 


New York; G. H. Schumacher, Massa- 
chusetts Mutual, Cleveland; T. M. Scott, 
Penn Mutual, Philadelphia; J. H. Wil- 
son, Massachusetts Mutual, Peoria, III. 

The meeting of the supervisors group, 
which has been a feature of the annual 
convention of National Association of Life 
Underwriters for the past few years, will 
be held Wednesday, Aug. 25, in Denver 
this year. C. D. Jolly of Denver is 
chairman of the session. The speaker 
will be Chester O. Fischer, vice-presi- 
dent of Massachusetts Mutual Life, who 
will speak on “Supervision and Train- 
ing.” 





FELLOWSHIP LUNCH 





A huge “Fellowship Luncheon,” with 
the entire group of conventioneers meet- 
ing in the Hotel Cosmopolitan, will be 
the wind-up feature of the Denver con- 
vention Aug. 27. This meeting will be 
under the chairmanship of J. Stanley 
Edwards, Aetna Life, Denver. 

All National association officials and 

local members responsible for the con- 
vention will be presented. 
The sole speaker will be James E. 
Gheen of New York, public relations 
counselor. Singing and entertainment 
will be in charge of Jules Brazil of 
Miami, 





WOMEN’S DAY 





Eleven major speakers will appear on 
the most ambitious women’s program 
ever attempted for the annual conven- 
tion of the National Association of Life 
Underwriters, Aug. 24. Chairman Helen 
B. Rockwell, National Life of Vermont, 
Cleveland, has assembled an all-star cast. 
During the morning the women’s 
group will meet to hear four talks. Fol- 
lowing a Dutch luncheon, the women un- 
derwriters’ session will convene for a 
sales seminar and panel discussion, while 
the quarter million dollar round table 
will hold its annual meeting. In the eve- 
ning, a third session of the combined 
groups will be held with Mrs. Helen H. 
Bailey of Denver as chairman. 

All the women’s meetings will be held 
at the Lakewood Country Club in Den- 
ver. Automobiles will leave the Con- 
vention Headquarters at 8:30 a. m. 
“Women as Exponents of Social Se- 
curity Through Life Insurance and An- 
nuities,” is the theme of the day. 

Here is the agenda: 


Morning, 9:30 a. m. 


Singing—Led by “Girls of the West.” 
Invocation—The Very Rev. Paul Rob- 
erts, St. John’s Cathedral, Episcopal, 
Denver. 

Welcome—Colorado Women’s Division 
—Marie B. Parker, Equitable Society, 


B. Rockwell, National Life of Vermg 
Cleveland. 
“Bestirring Ourselves’”—Mrs. Eleay 
Young Skillin, Penn Mutual, Chicago, 
“Practical Prestige Building’—t,j 
raine Sinton, Mutual Benefit, Chicago, 
“A Prime Requisite’—Mrs. Herbg 
Felkel, Prudential, St. Augustine, Fla, 
“Old Principles in Changing Times’ 
Florence Allen, Cleveland, Judge U, | 
circuit court of appeals. 


Noon, 12:30 p. m. 


Women Underwriters Dutch Lunchy 
—Theodosia E. Raines, New York Lit 
Denver, chairman. 

Women’s Quarter Million Dollar Row 
Table Luncheon and Afternoon Session 
Sara Frances Jones, Equitable Sociey 
Chicago, chairman. Theme, “My By 
Prospecting Method.” 


Afternoon, 2:30 p. m. 


Seminar—Helen M. Hankin 
leader. 













































































Sales 
Penn Mutual, Denver, 
Panel: 

“Direct Mail’—Mrs. Clara Woodrw 
Occidental Life, Portland, Ore. 
“Prospecting” — Vera _ S. 

Equitable Society, Chicago. 
“Problems of Approach”—Mrs. Celia} 
Downes, Pacific Mutual, Boulder, Colo. 
“Best Sales Idea”’—Helen Summ 
Equitable Society, St. Joseph, Mo. 
“Motivation’—Mrs. Genevieve Ma 
liver, Equitable Society, San Francise 


Evening, 6:30 p. m. 


Songs—Mrs. Laura Kemp Prouty, con 
tralto; Mrs. Viola K. Lee, accompanis( 

Address—“Cherchez la Femme,” Clar 
ence Axman, editor “Eastern Under 
writer.” 


W. C. Abbey Gets Promotion 


District Agent Aetna Life at San Ar 
gelo, Tex., Made Home Office 
Agency Assistant 


Reynoli 


W. C. Abbey of San Angelo, Tex, 
has been appointed home office agent 
assistant by the Aetna Life. 

Graduated from Culver Military Acat- 
emy in 1921 and from Princeton Un: 
versity in 1926, where he majored in eco 
nomics, Mr. Abbey’s early business ex 
perience revolved around sales and at- 
vertising work for a department stare 
He joined the Aetna Life as district! 
agent in 1934. In 1936-1937 he serve 
as president of the San Angelo Associ 
tion of Life Underwriters and during the 
same period held membership in the 
Leaders’ Round Table of Texas. 

A consistent leading producer, Mr. 
Abbey held fifth place in June in the 
Leaders Club, composed of the Aetna 
Life’s 200 leading salesmen. 


The Columbian National Life has bee! 
licensed to write life, accident and health 
insurance in Arkansas. 
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SMAHA GROUP SUPERVISOR 


Clark Smaha has been transferred 
om Los Angeles by the Aetna Life to 
he Chicago general agency of R. S. Ed- 
ards aS group supervisor. He has 
risdiction over midwest territory. Mr. 
maha was group department manager 
Los Angeles for six years and con- 
ected with the Aetna Life for ten years, 
br a time in the Kansas City group de- 
artment. He is a graduate of the Uni- 
ersity of Nebraska. Mr. Smaha suc- 
eeds W. T. Craig, who is transferred 
» Boston associated in the life depart- 
ent with General Agent Clyde F. Gay. 
{r. Craig is leaving the group work. 
The annual field day will be held at 
jippersink Lodge Aug. 17. The June 
Big Ten” of agency leaders held an 
uting at the same resort early in July, 
Assistant General Agent Curry repre- 
enting the office. 
a oe 
BANQUET TO END SCHOOL 


The last 1937 school conducted by the 
Research Bureau is coming to a close 
ith a dinner meeting in Chicago Fri- 
day evening. Besides the 51 who have 
Neen attending the school and bureau 
Smen, a number of those in the vicinity 
who attended previous schools will at- 
end, about 100 being expected, in all. 
his will be purely a frivolous occasion. 

The Chicago bureau school now clos- 
ing is the second in succession in that 
ity. Each continued two weeks. The 
rst was attended by 39. The bureau 
has conducted five schools this year. 

F. C. Wigginton, Bankers of Iowa, 
Pittsburgh, as president of the school, 
will preside at the banquet. H. i 
Kaufmann, supervisor Northwestern 
Mutual, Minneapolis, is vice-president 
and secretary, and A. R. Husted, asso- 
ciate manager White & Odell agency, 
Minneapolis, is treasurer. 

Bureau men in Chicago are: J. M. 
Holcombe, Jr., manager; K. R. Miller, 
R. L. Likert, J. H. Jamison, B. N. 
Woodson, K. H. Mathus, W. W. Mal- 
colm, and Ward Phelps. 

* * * 
POWERS RESUMES STATE POST 


Matt Powers, who has been connected 


"with the Chicago consulting firm of 


Conover, Green & Co., has returned to 
the service of the Illinois insurance de- 
partment as an examiner. He left the 
department a few months ago to join 


| Conover, Green. 


* Ok OX 
BUDINGER AGENTS QUALIFY 


Seven agents of the F. J. Budinger 
Agency of the Franklin Life at Chicago, 
qualified for the convention at Colorado 
Springs, Calo. All exceeded their quali- 
fication requirements by a wide margin. 
S.S. Eckstone not only led the Chicago 


| office but the entire company for paid 


volume during the club year which runs 
rom July to July. Mr. Eckstone started 


| with the company in November. 


The Budinger Agency at the end of 


| the first six months was well ahead of 





1936, and is leading the entire com- 
Panys agency forces. 
* OK 
CROMER ASSISTANT MANAGER 
A. B. Cromer has been appointed as- 


sistant manager in the K. M. Sacks 
agency of the Equitable of New York 


| n Chicago. He succeeds Raleigh Ross, 


who has been appointed group super- 
visor, Mr. Cromer was an agent in the 
office for two years. Mr. Ross was an 
agent there and then assistant manager 
or two years. 
x * * 
DINGLE’S OFFICE IS OPENED 


John H. Dingle, former partner in the 
Bokum & Dingle general agency Massa- 
chusettes Mutual, Chicago, who since 
his partner’s death has been organizing 
4 new office, has opened the second 
8eneral agency of that company on the 
32nd floor at One North La Salle street. 

€ opening this week was signalized 
ed a luncheon at which Mr. Dingle was 

Ost, attended by the initial staff of 





«bout 18 with which he starts, C. W. 
Hall, assistant director of agencies at 
the home office, attended. Mr. Dingle 
commented that his fortunes appeared 
to revolve around the figure 19. Bokum 
& Dingle opened for business Jan. 19, 
1919, and the John Dingle agency was 
officially opened on July 19. He noted 
that Bokum & Dingle in the 20 years 
produced more than $201,000,000 of paid 
business. The new quarters are hand- 
somely appointed with all new furniture 
and equipment. There are a number of 
private offices for the several large pro- 
ducers whom Mr, Dingle is taking along 
wha have been associated with him for 
many years. Mr. Dingle soon will an- 
nounce appointment of an associate gen- 
eral agent and a supervisor who have 
made an outstanding record in recruit- 
ing and training agents. The plans call 
for building a thoroughly modern, pro- 
gressive agency with a _ permanent 
agency staff, but there will be a well 
equipped brokerage department. 
* OK O* 

Matthew Brettner, assistant cashier in 
the Travelers branch office in Chicago, 
who has served there 25 years, went to 
Evanston Hospital to undergo a minor 
operation. 


NEW YORK 


OPENS LONG ISLAND BRANCH 


The Charles E. DeLong agency of 
the Mutual Benefit Life in New York 
City has appointed C. V. Day, Jr., as 
district manager in Rockville Center, L. 
I. Mr. Day will be under the super- 
vision of R. F. Migdalski, Brooklyn 
branch manager. Mr. Day is a graduate 
of Colgate, class of 1924, where he at- 
tained high scholastic honors. He has 
been in the life insurance business eight 
years. He was formerly with the 
Equitable Life of New York. 

* * 
GAMBLING HELPS CONTESTS 


Introduction of the gambling element 
in the sales contests appears to be a 
helpful variation for hot weather. A 
straight contest with a reward directly 
in proportion to results is less attractive 
during the summer months than at an- 
other time. On a straight production 
basis, there are usually only half a dozen 
men in any agency who have a chance 
of winning prizes and they are not usu- 
ally the ones whom it is desired particu- 
larly to stimulate. 

One agency for example, has a punch- 
board and allows each agent a punch 
for every application. Prepaid applica- 
tions rate three punches and there is an 
additional punch allowed if the prospect 
hasn’t been solicited prior to a speci- 
fied date. This is to encourage new 
prospects. 

While under such a plan the agent 
with the largest production has the odds 
all in his favor, there is always the pos- 
sibility that the man with only one 
punch may win a prize. Of course, there 
is always the stimulant of increasing the 
odds by bringing in more cases. 


Young Club Vice-president 

J. E. Young, one of the Chicago gen- 
eral agents of the Franklin Life, is vice- 
president of the $250,000 club. He 
started with the Franklin in 1935 as life 
department manager of the then Haw- 
kins general agency in Chicago, and 
when V. H. Hawkins retired to open 
another office Mr. Young was named 
general agent. 


Sun Life Convention 


The 1938 convention of the Sun Life 
of Canada will be held at Del Monte, 
Cal. It will be the first meeting of the 
“Macaulay Club” ever held on the Pa- 
cific Coast. 

The 1937 club meeting is being held 
at Jasper National Park,. Aug. 25-28. 



















































Opportunity Is Knocking! 


Several good men have recently been appointed General 
Agents of Atlantic Life, they realizing that we have a worthwhile 
proposition to offer them. Similar opportunity for advancement 
is now available to a few active and ambitious men living in one 
of the cities listed below: 













































PENNSYLVANIA W. VIRGINIA 
Lancaster Beckley 

York Charlestown 
Harrisburg Martinsburg 
Lebanon Heer 
Reading airmont 
Pottstown MARYLAND 
Easton Frederick 
Allentown Hagerstown 
Bethlehem Cumberland 
















These opportunities are designed for capable and ambitious men, well 
established in their communities, who are interested in moving ahead rapidly. 
If you feel you can qualify and are seriously interested, write to 


WILLIAM H. HARRISON 
Vice Pres. & Supt. of Agencies 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 

















































The Figures Speak for Themselves— 


Gain of insurance in force for 12 months, 4 
ending June 30, 1937................ $ 13,430,240 


Percentage of gain last 12 months over 







preceding 12 months........... area 193.6%, 
Percentage of gain last 12 months as to 
business in force 12 months ago........ 12.2% 






Insurance in force July |, 1937 $123,281 ,339 






These achievements are conclusive evidence that the Pilot is 
under full sail, following a wisely charted course. 
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PILOT LIFE INSURANCE CO. 


Greensboro, North Carolina 
Emry C. Green, President 
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LEGAL RESERVE FRATERNALS 





Program for Section Given 





State Congresses Division of N.F.C. to 
Hold Columbus Meeting During 
Main Convention 





The program for the meeting of the 
state congresses section of the National 
Fraternal Congress at the annual con- 
vention in Calumbus, O., which starts 
Aug. 30, is announced by H. Bruce 
Meixel, ‘secretary-treasurer. Mr. Mei- 
xel is state manager at Philadelphia for 
the Ben Hur Life and formerly was in 
charge of the Grand Fraternity which 
was taken over by that society. 

George W. Baumann, the president, 
who is connected with the Maccabees, 
will preside. Victoria Lewandowsky ot 
Detroit is vice-president. 

Rainey T. Wells, chairman of the N. 
F. C. committee on statutory legislation, 
will speak on “What can the state -con- 
gresses do to help your committee in 
reference to laws affecting the invest- 
ment of the fraternal societies?” 


Other Speakers on Program 


John P. Stack, Illinois state manager 
Maccabees and president Illinois Fra- 
ternal Congress, will talk on “How can 
the state congresses do more effective 
work in matters of state legislation?” 

Franklin Rubrecht of Columbus, 
president Ohio Fraternal Congress, will 
speak on “How can we get better codes 
for the regulation of fraternal societies?” 

Herman L. Ekern, past president 
N. F. C., president Lutheran Brother- 
hood, well known Chicago insurance at- 
torney and former Wisconsin insurance 
commissioner, will discuss “How can 


the state congresses change the laws 
in the various states in reference to un- 
employment insurance if congress gives 
fraternal societies exemption: 


” 














Stability — Safety 
Performance 
ASSETS 
$13,750,000.00 
CLAIMS PAID 
$1 16,000,000.00 


The Standard Life 


Association 
Lawrence, Kansas 


GEO. R. ALLEN JOHN V. SEES 
President Secretary 


re. 
MARTIN MILLER 
Treasurer 











Lutheran Brotherhood Meet 








Annual Agency Convention Held in 
Minneapolis with Several Notables 
on Program 
The Lutheran Brotherhood held its 


national agency convention at Minneap- 
olis for three days this week, President 
H. L. Ekern extending the welcome. 
Dr. B. F. Bieber, Washington agent, 
gave the invocation. Officers of the 
Lutheran ~ Brotherhood Underwriters 
Association were introduced by N. K. 
Neprud and the presidential award was 
given to A. H. Arneson of Clarkfield, 


Minn. E. D. Brown, actuary of Madi- 
son, Wis., spoke on “Mixing the In- 
gredients.” In the afternoon of the first 


day L. A. Harr, director of Harrisburg, 
Pa., spake on “General Business and F1- 
nancial Problems Facing the Nation,” 
President Ekern gave his annual ad- 
dress. 

Take Up Merchandising 


The second day W. G. Fisher dis- 
cussed “Merchandising Life Insurance” 
and R. W. Haugen and members of the 
underwriting committee held a forum on 
“Underwriting Practices.” C. H. Boyer 
of Harrisburg, Pa., talked on “Agency 
Development,” following which was a 
general discussion. 

At the dinner J. A. O. Preus of W. A. 
Alexander & Co., Chicago, former Min- 
nesota governor and insurance commis- 
sioner, was toastmaster. Commissioner 
Yetka gave an address. 

An interesting feature of the conven- 
tion was that the entire proceedings 
were recorded by dictaphone through 
the courtesy of Robert Bartel, represen- 
tative at Minneapolis. 

It was reported death claims for the 
first half-year were $57,750, compared 
to $52,500 in the same period last year, 
mortality experience, however, running 
about the same as in 1936, when it was 
33.44 percent of expected. 

The Underwriters Association was 
formed in 1925, officers being selected 
according ta their production volume. 
The officers this year are: President, Mr. 
Arneson of Clarkfield, Minn.; vice-presi- 
dent, H. L. Rothfuss, Williamsport, Pa.; 
secretary, Martin Nelson, Northfield, 
Minn., and treasurer, Dr. Bieber of 
Washington, D. C. 





Report on Order of Vikings 


The Illinois department has issued its 
report on the examination of the In- 
dependent Order of Vikings of Chicago, 
as of Dec. 31. It has assets $714,953, 
reserve $553,338, surplus $92,791. Its 
solvency is 106.6 percent. The policies 
do not provide for waiver of assessments 
after age 70. It has its affice at 157 
East Ohio street. It operates in Lllinois, 
Michigan, New Jersey, Massachusetts 
and Nebraska. Its premiums last year 
were $71,325 and total income $122,236. 
It paid death claims $44,236 and its total 
disbursements were $99,093. Of its as- 
sets 43.7 percent are in real estate, 43.7 
in mortgage loans, 7.9 bonds, 2.7 in cash 
and 2 percent miscellaneous. Its mor- 
tality last year was 115.22. 





Mrs. Ida Kennedy Dies 


Mrs. Ida B. Kennedy, 67, for many 
years prominent in state and national 
fraternal work as district manager and 
official of the Woodmen Circle, died at 
her home in Lincoln, Neb. She was five 
times a national representative, and had 
been an official of the Nebraska Frater- 
nal Congress. She was also active in 
the women auxiliaries of the Odd Fel- 
lows, Royal Neighbors and Security 
Benefit Association. 





Matthias Is Delegate 


The Illinois Fraternal Congress has 
chosen R. H. Matthias delegate ta the 


Aug. 30 in Columbus, O. John Stock, 
president Illinois congress is alternate. 
Mr. Matthias is secretary of the Illinois 
body. 


Believe Federal 
Mortgages Doomed 


(CONTINUED FROM PAGE i) 


ican farmer. He will go in debt, 
likes to pay it off in a shorter time. 

Companies here feel the pressure of 
government competition, but resent the 
entrance in the field as an unwarranted 
intrusion. The interference of govern- 
ment implies an inability or unwilling- 
ness on the part of companies to meet 
changed conditions. 

Yet their success has been built on a 
mortgage loan policy flexible and 
friendly enough to cover droughts, low 
farm prices, floods and the like, retain 
the farmer’s friendship and good will, 
and at the same time make money on 
the loans. 

In a good year the farmer can pay 
off a good percentage—anywhere from 
5 to 50 percent—of his principal, and 
should. In bad years an ironclad amor- 
tization contract may cost him his farm. 
As a class, the farmer doesn’t save 





but 


ahead to pay off principal. He buys 
more land, livestock, equipment, or 
what not. When times were good and 


credit easy, he frequently let the prin- 
cipal ride for the term of the mortgage. 
Land values then were increasing year 
by -year and he. could often count on 
this appreciation to more than take care 
of the payment of principal. He ob- 
jected to a mortgage that included 
amortization. 


Two Companies 
Are Being Merged 


(CONTINUED FROM PAGE 1) 


of directors, and will continue actively 
in the business of the merged company. 

It is pointed out by the officials that 
the increased strength brought about by 
the merger, the economies of manage- 
ment, the elimination of duplication of 
effort in wide areas of both organiza- 
tions which have operated along almost 
identical lines, will make for highly im- 
proved service, both to agents and policy- 
holders. 

Chairman H. R. Kendall, President 
G. R. Kendall and Vice-president and 
Secretary J. F. Ramey are the three 
ranking officers in the Washington Na- 
tional who are chiefly responsible for its 
success. Its executive office is in Evans- 
ton, Ill, where it occupies a building 
that is " especially adapted to its use. 
The company has taken high rank in the 
life, accident and health field and offers 
combined personal protection in a very 
attractive way. It writes ordinary, in- 
dustrial, intermediate and group life, 
commercial accident and health, monthly 





cident and health, industrial accide 
and health, group accident and healt 
industrial accident, automobile perso, 
accident, newspaper accident insurang 
railway instalments and franchise. 


Distinctive Points 


Some of the points that the Washing 
ton National makes in its advertis; 
literature and which give it a distind 
personality are: 

It has no “running mates” and is m 
connected in any way with any oth 
insurance company. 

It has no connection whatsoever wit 
any holding company. 

It is not involved in any outside 
terprise in any way. 

Its management monopolizes the e 
tire time, thought and energy of its g 
ficers and directors. 

Not one of its officers or director 
serves on the board of directors of any 
other corporation. 

No outside financial interests of any 
nature are represented on its board g 
directors. 

It is conservative, economical and pro 
gressive. 

“It has not been necessary for thé 
company to sell any securities in orde 
to get ready cash, or to borrow fron 
the RFC or from any other source.” 

The main factors in the Great Westen 
are W. G. Tallman, president and st. 
perintendent of —) V. Nut, 
vice-president; O. B. Hartley, vice-presi. 
dent and general counsel, and B. i 
Gross, secretary and treasurer. 


Ohio State’s Military Campaign 

The home office of the Ohio State 
Life has taken on the appearance of 
military headquarters with the launch. 
ing of a new campaign, in which field 
men have been divided into two armies, 
one commanded by Frank L. Barne;, 
agency vice-president, and the other by 
W. V. Woollen, superintendent of ager- 
cies. On the sidelines as military ob- 
servers are President Claris Adams, Dr. 
C. E. Schilling, vice-president and medi- 
cal director, Secretary-Treasurer J. K. 
Bye, and Actuary Harry C. Fetch, who 
will see that the accepted rules of war- 
fare are closely followed. The warfare 
will cease Aug. 21. 


Agent Is Arrested 
LINCOLN, July 22—C. E. Reilly, 
for a number of years connected with 
the Lincoln agency of the Equitable Lite 
of New York, was arrested here on 
charges filed by Ruth Taylor, a nurse, 
that he had illegally obtained $1,200 from 
her. He was released on bond. Because 
of complaints received by the insurance 
department and transmitted to his com- 
pany, Reilly’s contract and license were 

cancelled several months ago. 


The Imperial Benefit Association has 
been organized in_St. Paul to we 
burial insurance. Directors are W. 
Beulke, Evelyn J. Buelke and Viola X 
Beulke. 


New Settlement Option slide rule. $1.50. 





accident and health, non-occupational ac- 


Order from National Underwriter. 








Our Own Home Office Building 
A consistent growth since its organization in 1902 as a purely fraternal association, and now 
s 


$172,249,019.00 


Insurance in Force, with Total Assets of $22,798,548.29 


A REMARKABLE RECORD 


Assets, Dec. 31, 
Assets, April 1, 19 

(Increase 144.35%) 
Insurance, Dec. 31, 1929 


(Increase 86.19%) 
During this period, t! 











National Fraternal Congress convention 





THIRTY-FIVE YEARS OF FRATERNAL SERVICE AND ACHIEVEMENT 


AID 


The Aid Association for Lutherans has enjoyed 


1929... ceccedvcwcccescs eve 
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Be a | y a er erie 
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the Association paid $11,662,204.94 to certificate holders and beneficiaries. | 


ASSOCIATION 


FOR 


LUTHERANS 


(Legal Reserve Life Insurance) 


APPLETON, WISCONSIN 


ceils sce siescccsee cecccvecsecG: 9,880,204.14 
22,798, 548.29 


wWeisederionedgetbeen ede es o'G $ 92,510,100.00 
172,249,019.00 
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SALES IDEAS AND SUGGESTIONS 











Striking Sermon Preached 
on Life Insurance 
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Much interest is taken in the recent 
address of Rev. S. G. Ruegg of the Con- 
gregational Church at Mineral Point, 
Wis., as he touched on life insurance. 
The discourse was very logical and 
convincing. It was an unusual sermon. 
He took occasion to give some statis- 
tics showing the development of life in- 
surance, the amount in force, the assets, 
liguidity of the assets during depression, 
the amount paid by death claims and 
other ways to policyholders. As _ he 
went on he wove into his sermon bib- 
lial references, many of which agents 
can use effectively where prospects are 
close readers of the scriptures. 


Spiritual Points Made 


Among the points Pastor Ruegg made 
were: 

Insurance, the law cost of security or 
playing safe. Bible theme: Joseph the 
man of assurance and insurance. Gen. 
4; 1:18 —25 :32—46 :57. 

Texts: This plan approved itself. Gen. 
41:37. Whoever does not provide for 
his own (relatives, own family) is 
worse than infidel. I Timothy 5:8. No 
one with a sane mind ever made an 
apology for insurance, the first business 
of the world. Some say, “Those pester- 
ing insurance men.” Would to God we 
had had them 40 years ago. No busi- 
uess so important as the solvency of 
your estate, and the economic salvation 
or security of your family and yourself. 

Clean life insurance man can look any 
man in the eye and if necessary be like 
William Penn may wear his hat in the 
presence of a king, because he could 


GA 
Pushes Family Income 


Wallace Darling, general agent Bank- 
ers Life at Cedar Rapids, Ia., told of 
the many ways in which family income 
protection policies may be used to meet 
the problems of modern life in a talk 
to the Life Underwriters Association of 
St. Louis on “The Answer to the Pros- 
pect’s Prayer.” 

He specializes on family income and 
maintenance contracts. Last year 21 
percent of his agency’s new business 
was written on family income forms and 
the ratio is increasing from month to 
month, 

“Although the depression brought new 
economic conditions, people still have 
their love of home and family, the same 
hope to retire some day and other ob- 
Jectives that caused them to buy life in- 
surance back in 1929,” he said. 

“The silver lining to the depression 
Was the birth of the family protection 
policies. These contracts were pat- 
terned ta provide the utmost in family 
Protection through life insurance at the 
time when such protection is most 
needed. It is a more flexible policy than 
ordinary insurance. These policies can 
be used to hedge against inflation, for 
business or partnership, for mortgage 
Pratection, and te protect the family of 
aman with limited means. The parent 
is the greatest prospect for life insur- 
ance today and family protection appeals 
‘o married men with growing families. 

The family protection policy is the 
Most selfish or unselfish investment as 
the policy primarily protects the wife 
and children and also pravides the best 
kind of an old age pension to the man 
who buys it.” 








LES IDEA 
OF THE WEEK 





look into the future with confidence, 
comfart, assurance and insurance. If I 
had power I would make a law that 
every marriage license be accompanied 
by an insurance policy. 

Joseph the insurer magnificent. He 
disciplined ‘himself and therefore became 
one who wielded authority. He knew 
the law of thrift and its attendant disci- 
pline. He saw what happened to the 
man who does not look into the future. 
He was a master in the art of surplus. 
King Margin determines the success or 
failure of any enterprise. To some 
charity is greater than self-respect. Not 
so with Joseph. To him to have no 
margin was a crime. Joseph made peo- 
ple bow to King Margin through col- 
lective effort. He formed a mightly in- 
surance corporation. 


Must Come to Insurance Plan 


In all the realm of Egypt there was 
bread. The whole then known world 
came. The plan appraved itself. Just 
so the world today must come to the 
great insurance plan. Our land is filled 
with unfortunates who do not dream 
who do not draw the curtain of the fu- 
ture apart. We have the modern Jo- 
sephs ready to serve you, for you to 


play safe. Joseph means, increase, or 
remover of insecurity. hy not join 
the ancient order of Josephites? Insur- 
ance is a great character builder, mak- 
ing for group personality. It is a com- 
pulsory form of savings account. 

It is a compliment to be called upon 
by an insurance agent. We are lazy, 
shiftless, careless. We have to be forced 
to save. 

Insurance promises us a stay bone in 
the back of our character, not a wish 
bone for a back. Join the ancient order 
of Josephites, increases, joy bringers, 
consolers, comforters. 


“THIS PLAN APPROVED ITSELF” 


A plan approved itself and gave the 
world a way, 

In days when Joseph felt a call 
Egypt’s desert sway, 

A call divine from waste where want 
came in its train, 

This prince arose from cell enclosed and 
made King Margin reign. 


in 


This plan approved itself by kings and 
courtiers all, 

All souls a steady premium paid, which 
built a surplus wall, 

It stood when storms of leanness swept 
the famished land, 

Assurance gave, insurance left, with 
comfort’s open hand. 


This plan, approved of old, we reaffirm 
today, 

Convinced, confirmed that Providence 
has given no better way 

Than each for all and all for each, a 
way to care 

With signs that challenge all, along the 





way to dare and share. 





Effective Conservation Plan 


Outlined by Helland 





Four factors affecting agency profit 
were considered by G. A. Helland, 
San Antonio, Connecticut Mutual Life, 
in a talk to the San Antonio, Tex., Life 
Managers Club. They are: (1) conser- 
vation, (2) premium collection, (3) aver- 
age size of policy, and (4) overhead. 

The only policies which are profitable 
to the general agent are those which do 
not lapse. Premium collections and the 
average size of the policy are interwoven 
with the conservation problem.. Premium 
collections are affected by the frequency 
of payment and the desire of policyhold- 
ers to pay the agent rather than mail a 
check for which the bank charges a fee. 
To encourage payment of premium cov- 
ering a longer period than that specified 
in the application for the policy, Mr. 
Helland has placed in the envelope 
carrying the premium notice a slip, 
carrying the words, “How You Can 
Save Money,” and on the reverse side 
is a statement of the savings which the 
policyholder can make by paying the 
premium quarterly, semi-annually, or an- 
nually, according to the plan of payment 
used before. 


Notice to Agent 


To further facilitate the collection of 
premiums, when the final notice is sent 
the policyholder a yellow notice is placed 
in the box of the agent, which says, 
“Final notice having been mailed today, 
vou should get in touch with the insured 
prior to the expiration of the days of 
grace.” Following is the necessary infor- 
mation, and at the bottom of the blank 
are the words, “The business that stays 
is the business that pays.” On the re- 
verse side is “Report to general agent, 
Date ...., what contacts have you had 
with the assured? For what reason was 
the policy lapsed or surrendered? What 
are the possibilities of reinstatement?” 
Mr. Helland stated that his plan for 
securing the cooperation of the agent in 





conserving business has reduced the 





lapse ratio from 76 percent of the ex- 
pected to 42 percent. 

To encourage an increase in the aver- 
age size of policies sold by his agency 
force, Mr. Helland requires an agent’s 
report on the reason for the sale of the 
$1,000 policy. The report requires the 
answering of questions as to the purpose 
of the insurance, whether the agent 
talked income settlement or salary con- 
tinuance, whether the agent presented a 
larger amount, whether the agent is con- 
vinced that the buyer is able to afford no 
more, and whether the agent considers 
the applicant a future client. The agents 
have made use of the blank in interviews 
to increase the size of the policy, Mr. 
Helland said. 

In handling overhead costs Mr. Hel- 
land assesses a certain part of office ren- 
tal against desk space occupied by an 
agent and determines how much an 
agent must produce to be profitable to 
the general agent. This appeals to the 
pride of the agent, because few agents 
care to acknowledge that they are cost- 
ing the general agent or manager money. 

Arthur Coburn, vice-president of the 
Southwestern Life, who was a guest, 
stated that he considers the organiza- 
tion of managers’ associations a forward 
step in improving the selection of agents 
and the sales practices. These problems 
must rest upon the shoulder of the men 
who are in the field rather than upon the 
home office officials who, however sym- 
pathetic with efforts for reform, are 
without the information essential to im- 
proving the situation. 


Guardian’s Leading Managers 
The three leading Guardian Life man- 
agers in personal production during the 
club year were R. A. Trubey of Fargo, 
who was first, followed by Manager E. 
B. Houghton of Rochester and then 
oe J. M. Eisendrath of New York 
ity. 








MANAGEMEN 


SUGGESTIONS 





Push Agents’ Individualism 
by Low Pressure Methods 


Although the tendency in life insur- 
ance agency management is strongly to- 
ward regimentation of agents, require- 
ment that the new men use the talks and 
methods furnished by their instructors, 
etc., a very successful unit of the Lust- 
garten Agency, Equitable of New York, 
has been built in Chicago by Milton 
Foyer through low pressure manage- 
ment methods which are calculated to 
help the agents gain success by their 
own individualism. 

Contrasted to the unit manager so 
frequently seen today, a hustling, “top 
sergeant” type of man, driven to high 
pressure methods by his company’s de- 
mand for increasing volume. Mr. Foyer 
is soft-spoken, handles his men as indi- 
viduals and confesses that it frequently 
takes him some time after he has de- 
termined an agent’s contract should be 
canceled before he can bring himself to 
do so. 


Believes in Selecting 
Younger Men for Staff 


Mr. Foyer explained his methods at 

a recent meeting of the Life Agency 
Supervisors Club of Chicago. He be- 
lieves many agents make a great mis- 
take in believing that they have to re- 
cruit among men and women successful 
in other business. He finds it is neces- 
sary to select from among the younger 
people and train them right. Patience 
is the keystone of his system. 
: Like most unit managers and agencies 
in starting out new men, he requires 
that they prepare a list of prospects, 
but then he goes over each list with the 
individual agent, painstakingly asking 
for crumbs of information about each 
name set down there. When they get 
through they have a much more com- 
plete picture of each prospect than the 
a would have drawn if left to him- 
self. 

Mr. Foyer believes that agents must 
sell ideas. He starts his new men out 
by selling them the ideas behind the life 
insurance business, the breadth, scope 
and great usefulness of it, the fact there 
is nothing to compete with it, that no 
other institution can create an estate, 
that life insurance builds a reserve while 
doing so, something about the high 
trusteeship and vital function of dis- 
tributing funds on a guaranteed basis 
according to a prescribed plan. 


Starts Agents by Giving 
List of Simple Situations 


He then outlines simple cases in- 
volving immediate cash and income 
needs, and also permanent needs, show- 
ing how these can be filled. He spends 
a great deal of time on explanation and 
use of options. Life insurance edu- 
cational ideas can be inculcated later, 
he feels, after the fundamentals have 
been learned. He teaches his new 
agents to put down at night the names 
of the persons they plan to see the next 
day, and never to call on a man unless 
they have a concrete idea to sell. Mr. 
Foyer said there is no man in his unit 
who has hewed to this line who is in 
any difficulty. He knows all their 
personal problems and never discusses 
them with any one else. He watches 
his men closely and anticipates financial 
and other difficulties, taking remedial 
steps before the emergency arises that 
requires cancellation of contract. Mr. 
‘Foyer knows just how much income 
each of his agents requires for living 





expenses and he watches closely the 
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agent’s commission checks, rather than 
to emphasize volume of production. 

Most agencies today believe in close 
supervision of new agents, with the 
supervisor going out frequently in 
joint work. Mr. Foyer does not be- 
lieve generally in doing joint work. He 
does not want to lead the new man by 
the hand to his first interview, selling 
the case and “robbing him of initiative.” 
However, in especially good cases where 
there is a chance they will lose by the 
agent due to his inexperience, Mr. Foyer 
goes along. 


Illinois Mutual Benefits 


Prior to’ the Illinois code going into 
effect July 1, there were some mutual 
benefit concerns organized inasmuch as 
the code prohibited any new ones being 
organized after it went into effect. The 
new autfits were the Family Protection 
Life of Mendota, First American Rus- 
sian Brotherhood of Chicago, Dearborn 
Burial of Chicago, Hamilton Mutual 
Benefit of Chicago. The Iroquois Mu- 
tual Benefit of Springfield and the Na- 
tion-wide Mutual Benefit of Collinsville 
have been reinsured. 


D. G Bisson has been appointed man- 
ager at Ottawa, Ont., for the Montreal 
Life. 








FEW AGENTS USE SOCIAL SECURITY DATA 
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feature by itself indicates the serious- 
ness with which the government views 
its task, and the pressure upon public 
opinion that it recognizes must be ex- 
ercised. In no more effective way could 
the government accomplish the benefi- 
cent purpose that it has undertaken on 
such a gigantic scale. The nation’s con- 
sciousness of the need for providing for 
old age in advance, beginning today, is 
already becoming a settled habit of 
mind. Very few of the class that you 
deal with will be satisfied with the lim- 
ited amounts that the act makes avail- 
able as retirement income. The act 
leaves to the insurance companies the 
great humanitarian task of providing 
protection, and an insurance estate that 
will supplement the small old age bene- 
fit. It would be hard to devise a more 
constructive and direct aid to the insur- 
ance man. The beneficial effects of the 
federal social security act on the work 
of the insurance salesmen are far reach- 
ing today, and they will grow in influ- 
ence with every passing year.” 

C. W. Noble, agency director Mutual 
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Trust Life, says: “I believe that the 
average man reaching age 65 in the fu- 
ture will find it very hard to retain his 
job because of the implications of this 
act. The average employer will find in 
it a sufficient reason for discharging a 
man at that age. Also, there is going 
to be built up in the public conscious- 
ness a feeling that because of this act 
men have no right to retain their posi- 
tions after age 65. This, it seems to me 
offers a beautiful sales point in dealing 
with this retirement problem. Certainly 
the retirement pay will be inadequate 
under the act. Therefore, the only 
thing to do is to supplement that pay 
through life insurance. 

“Naturally, of course, we have another 
sales point in the fact that the social 
security act does not even pretend to be 
life insurance so far as any provisions 
for family are concerned. The fact that 
death benefits are based only upon the 
contribution of the employe himself, and 
not upon any tax paid by the employer, 
is a clear indication of the fact that the 
government has no thought of setting up 
any family protection within the act. 
My thought is to stress the fact that the 
act itself furnishes a marvelous back- 
ground for salesmanship. This, because 
it brings right out into the open offi- 
cially and definitely the fact that man’s 
personal delinquency in providing for 
himself creates a social problem. In 
other words the government serves no- 
tice on us that it is no longer a man’s 
own private affair whether or not he 
provides for his own future. It has be- 
come a matter of public concern. I 
have stressed this thought to a few 
people not connected with life insurance. 
The reaction was immediate and favor- 
able to life insurance. My guess is that 
within a short time the average man 
will hesitate to acknowledge that he 
has made no adequate guaranteed pro- 
vision for himself. If so, we have in 
process of development the biggest mar- 
ket for life insurance that has been 
known up to this time—and with our 
sales about half made.” 

The Connecticut Mutual gets out a 
small blank book or “personal record” 
for free distribution by which the in- 
dividual can keep a record of his earn- 
ings, federal old age tax, etc., from 
month to month over a period of 12 
years. 


Reach Great Class That Is 
Not Under Federal Law 


The Acacia Mutual gets out some ma- 
terial for its agents showing their 
“Priceless Opportunities to Profit 
Among Either Group,” those who come 
under the social security act and those 
who do not. There are about 49,000,000 
gainful workers in the United States; 
better than four out of 10 are excluded 
from the act. In this group are won- 
derful prospects of those who now must 
do voluntarily for themselves what the 
government forces others to do for 
themselves. Sell these people by point- 
ing out that they should provide them- 
selves with a monthly retirement in- 
come at least equal to what they would 
get from the government if they were 
eligible; use this conception, this gov- 
ernment standard, as a base to build 


upon in estimating what further monthly 


retirement income they can and should 
afford to arrange for. 

As to those who do come under the 
act, one Acacia agent states that where- 
as with many people he used to talk 
about a $50 a month retirement income, 
he now talks about « $100 a month. 
Further, now is the time to start build- 
ing, because the employe only has to 
contribute one percent of his wages dur- 
ing 1937, 1938 and 1939 and this contri- 
bution increases slowly by one-half per- 
cent units spread over succeeding three 
year periods so that not until after 12 
years from now, in 1949, will he be 
contributing the full three percent of his 
wages. For the purpose of the sales 
talk. the. Acacia suggests that a contri- 





bution be broken down into weeks. Sy 
pose the prospect earns $200 a mont 
One percent of that is 46 cents a weg 
for the next three years. 

From the selling angle, it'is probabk 
that the greatest use to which the 
has yet been put is as a convenient ¢ 
tering wedge for discussion of econom 
and life insurance problems. There q 
at least three ways in which the act m 
have a tangible bearing on the sale 
life insurance: First, it may be used } 
the agent merely as the most convenp 
ent way of opening up the subject of j 
surance. Second, reports from quite 
number of agents indicate that the 
proach to the public through the soci 
security act is along the line of me 
pensions for those who are already y 
der social security and for those abo 
the $3,000 a year bracket, and who 
not eligible for government pension 
who have had their attention drawn 
old age pensions by the new law. If 
other words the greater emphasis is st 
on protection for old age rather than 
life insurance for the family that gog 
with it. Third, that as yet there is ve 
little evidence that the social security 
act has had the expected effect of cau 
ing people to buy more life insurance fof 
the protection of their families and th 
round out their program of economi 
security by reason of the fact that 
government has already at least pa 
tially provided for their old age and 
is up to them voluntarily to exten 
somewhat similar benefits and proteg 
tion to their families. 
Life Insurance Has 

Not Been Developed 


This latter fact is rather surprisin 
as it was expected when the act was 
passed that the-first result on the p 
lic would be to accept the governme 
plan for taking care of their own 0 
age and to provide on their own account 
a normal amount of protection to thei 
families through the ordinary life insur 
ance methods. This perhaps was the 
intention of the framers of the law and 
while it may be that it is still too ea 
to make definite conclusions it appe 
to be a fact that very little life insur 
ance is being sold today for family pro 
tection complementary to the gover 
ment pension. . 

To increase the government’s inadé 
quate pensions to something near what 
the head of the family or the wagé 
earner thinks he could live upon aftef 
age 65, yes; much business has undoubt 
edly been written on the argument t 
the government pension does not pro 
duce enough and the government plan # 
supplemented by insurance in _ private 
companies, but that is as far as it goes 
apparently. The programmer, the agefl 
who analyzes his prospect’s needs, and) 
sells his man family protection insteat 
of additional pension income has not 
yet got in his work; which is only at 
other way of saying that life insuranct) 
is still too little sold on the basis & 
intelligent analysis. 4 

It would seem that the future as fe 
gards the social security act has stl 
in store for the agent and the pros 
pect this intelligent use of the social) 
security program as a part of a large 
program to be carried out by the assured | 
on his own initiative. 4 


Describes Chinese Mortality Tablé 
F. M. Hope, vice-president and ae 
tuary Occidental Life, described his te) 
cent five months tour of China, Japath: 
Philippine Islands and Hawaiian Islands, 
in addressing a special meeting of the 
Los Angeles Club of Actuaries & Um" 
derwriters. He referred to the unuswat” 
mortality table constructed from the 
records of certain Chinese families by) 
the Rockefeller Foundation for the p& 
riod 1365 to 1912. This is believed 107 
be the longest period covered by aay 
existing mortality record. 
Alfred G. Hahn, Leslie Cooper and 
L. W. Morgan, all of Pacific Mutual, re 
viewed the discussion at the recent meet” 
ing of the Actuarial Club of the Pact 
States. W. A. Munster of Postal Uniom 
Life, the president, was in charge. About 
30 attended. 4 





